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“A New Day Beckons to ANNOUNCEMENT! 


a Newer Shore’ 


This year the wondrous year shall. surely be An Old Line Life Insurance Company chartered 
To such as have the gift to hear, to see! in NEW YORK is now prepared to accept 


All recent years have been wondrous years, but, unless all applications for GENERAL AGENCIES in 


signs fail, 1927 is to be the most wonderful year that life 


i h k ‘ New ; : 
"The PENN MUTUAL had in 1926 its most successful year York State outside the Metropolitan 


in every respect, but every branch of the Company’s organiza- territory. 
tionyis har. s beta ona ype eae eeerem and a — 
1p for4 1927. olic uipment, net _cost, agency helps, he 
personal relationships between Home, Office’ and Field, ime LIBERAL CONTRACT—EXCLUSIVE 
rtant agency appointments,—all o ese, together w 
Zoneral business ‘prosperity, justify our ambition and our TERRITORY 


aith. . pA 
We have room for men and women who have ideals, ambi- 


tion,—industry! Only men with a good record for personal pro- 
The Penn Mutual duction and the ability to organize an agency 
Life Insurance Co mpany will be considered, 


Philadelphia, Pa. Address Box 15 
Organized 1847 Care of THE SPECTATOR 
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INS ns The Insurance Company of North America, a pioneer in establish- 
- ing agencies in various parts of the country, fathered what is known 

today as the American Agency System. It has, throughout its entire 
career, gladly admitted a two-fold obligation—to holders of North 
America policies and to representatives of North America protection. 


ee 


Its obligation to policyholders is discharged by the efficiency of its 
service, the all-inclusive scope of its protection and by its speed and 
fairness in adjusting every claim. 





eet SUT 


To its agents this oldest American fire and marine insurance com- 
pany offers expert engineering advice and assistance, practical solici- 
tation aids, competent service and the effective backing of national 
advertising in the magazines that have the greatest influence among 
property owners and in the business world. 


INSURANCE COMPANY OF 
NORTH AMERICA 


PHILADELPHIA 
and the 


Indemnity Insurance Company of North America 
write practically every kind of insurance except life. 
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EXCEPTIONAL opporTUNITY ||| ROYAL UNION LIFE 


INSURANCE COMPANY 


Des Moines, Iowa 








in California or other Western Offers an unexcelled line of policy contracts 


States for responsible men who Our Juvenile policies, written on children as young as 
one day old, go in full benefit automatically at age 5 


wish to engage permanently in without re-examination. 


Our special low rate policies to business and protes 


life insurance field work. 
sional men are fast sellers. 


We write women on equal basis with men. 








Splendid agency openings are now available. Write 


Address M. F. Branch, Manager of Agencies William Koch, Vice President and Field Manager. 


CALIFORNIA STATE LIFE ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, Iowa 


A. C. TUCKER, President 


J. Roy Kruse, President 
SACRAMENTO 














TWENTY-ONE YEARS 


and the \ -& BS 

WE LY On January 1, 1927, 

CONFIDENCE of —NcFigvy WwW “The Franklin” began 
to issue Juvenile Pol- 
POLICYHOLDERS icies. They are Endowment and 
Limited Pay policies on lives of 
one full year and less than ten 


OUR AGENTS full years, and provide for gran 
ed benefits at level premiums. 


THEIR OWN FUTURE IS SECURE “Payor Insurance” provides that 


premiums will not be required 
if the “Applicant” (parent or 
Write for guardian) who pays the pre- 
miums becomes totally dis- 


“FOURTEEN POINTS” Sad ahaa 
A. M. HOPKINS, Mgr. of Agencies 


PHILADELPHIA LIFE INSURANCE CO. 
111 No. Broad Street Philadelphia, Penna. 
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NEW TABLE WINS 


American Men Table Made Permis- 
sive in Connecticut 


BILL AWAITS GOVERNOR’S 
SIGNATURE 


Amendment to General Statutes Sponsored 
by William M. Corcoran and 
William Brosmith p 

The first State to act upon the proposal to 
make the American Men Table of Mortality 
permissive as a legal standard for the valuation 
of life insurance policies, has been Connecti- 
cut, where a bill for this purpose has passed 
the legislature and is now before the Governor 
for signature. It amends Section 4111 of the 
General Statutes of Connecticut. 

The complete text of the bill follows: 

An act to amend Section 4111 of the Gen- 
eral Statutes of Connecticut. 

Be it enacted by the Senate and House of 
Representatives in General Assembly convened : 

Section 1. Section 4111 of the General Stat- 


utes is amended by adding at the end of said 


section the following: “Any company may 

adopt as a legal minimum standard the Ameri- 

can Men Ultimate Table of Mortality with 3% 
cent interest for contracts issued on or after 

cary 1, 1928, in lieu of the American Expe- 

rience Table of Mortality aforesaid” so that 

a section when amended shall read as fol- 
$: 

Section 4111. Reinsurance reserve to be as- 
certained. Upon receipt of such report the 
Commissioner shall make a valuation of all out- 
standing policies, additions thereto, unpaid divi- 
dends and all other obligations of such com- 
pany. All valuations made by him or by his 
authority shall be made upon the net premium 
basis, according to the standard of valuations 
adopted by the company for the obligation to 
be valued, provided, in every case, the standard 
of valuation employed shall be stated in his 
amnual report. 

Any company may adopt. different standards 
for obligations of different dates or classes, but 
if the total value determined by any such 
Standard for the obligations for which it has 
been adopted shall be less than that determined 
by the legal minimum standard hereinafter pre- 
scribed, or if the company adopt no standard, 
said legal minimum standard shall be used. The 

issioner may vary the standards of in- 
terest and mortality in the case of corpora- 
tions from foreign countries and in particular 
cases of invalid lives and other extra hazards, 
and value policies in groups, use approximate 
averages for fractions of a year and otherwise, 
and calculate value by net premiums or other- 
Wise, and accept the valuation of the depart- 
Ment of insurance of any other State in place 
of the valuation herein required if the insurance 
Officer of such State accepts as sufficient and 
valid for all purposes the certificate of valua- 
tion of the Insurance Commissioner of this 
State. The legal minimum standard for con- 
tracts issued before January 1, 1901, shall be 
the actuaries or combined experience table of 


(Concluded on page 7) 


BEMOANS RED TAPE 


Frank L. Gardner Finds Business 
Tied Up With Bureaucracy 


PERSONAL ELEMENT LACKING 


President of National Association of In- 
surance Agents Addresses Fire Un- 
derwriters of Northwest 
“What Price Red Tape?” asked Frank L. 
Gardner, president of the National Association 
of Insurance Agents, in an address to the Fire 
Underwriters Association of the Northwest, in 
session at the Hotel La Salle, Chicago, this 
week. Mr. Gardner recalled the business 
twenty years ago when the personal element 
was more to the fore than in this modern day 
of: bureaucracy. Briefly outlining the meth- 
ods of former days, Mr. Gardner went on to 

say: 

We have heard a great deal about uniform- 
ity in the last few years.. Nature, with the 
wisdom of centuries, never attempts uniformity, 
but the less we know about any subject, the 
surer we are of what its requirements are. 
Technical men produce schedules which practi- 
cal men can not apply with exactness. Organ- 
izations make specifications which do not meet 
current requirements or allow for the growth 
and change of various types of business. The 
agent is told that he must not question rates, 
that they are approved by the State and must 
obtain without variations. The special agent 
does not understand how they are made, and 
has been advised that he too must not question 
their application. The employee of the rating 
organization feels that it is not his business to 
justify the application of the rate. He has been 
instructed that he is not to argue, and he merely 
applies it. 

Poor John Citizen, instead of dealing with 
his friend and neighbor, the oldstime agent, and 
his friend, the special agent, who talked to him 
in the language that he understood, now is 
forced to deal with a “uniform” agent who can 
only solicit the line and collect the premium. 
He meets the special agent, who can only give 
him the “once over,” without explaining how 
the rate is arrived at; inspector after inspector 
passes through his property, either refusing to 
answer questions or, for answer, indicating that 
he should worry, for his bread and butter do 
not depend on that risk. The result is that 
John Citizen becomes disgusted with insurance 
because it is not sympathetic. The executives 
of certain companies, still susceptible to reac- 
tion from the field, get together and say “We 
are misunderstood by the public; let us collect 
a bunch of shekels to tell it what a great busi- 
ness this is and how we are interested in help- 
ing John Citizen to solve his problems.” But 
poor John Citizen, when he reads what they 
say, has in mind the poor figure of insurance 
bound up with red tape, either gagged so that 
it cannot say anything, or so uncomfortable be- 
cause its legs and arms are tied that it is let- 
ting out fearful squeaks, and says “Applesauce” 
or something else to same purport, for he can- 
not believe that this service is available to him 
when he has tried so many times to get it and 

(Concluded on page 15) 
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FILES NEW SUIT 


Southern Surety Proceeds Against 
Eleven Companies 


ECHO OF CARNEGIE TRUST FAILURE 


Recovery of $1,000,000 Sought Under Re- 
insurance Contracts 

Des Moines, Iowa, February 28—Damages 
in the amount of $1,000,000 are asked of eleven 
of the largest surety companies in the United 
States in a suit filed last Friday in the Polk 
County District Court by the Southern Surety 
Company of this city. John A. Eddy of Des 
Moines is also named as a defendant in the suit. 

The petition names the following companies: 
Fidelity and Casualty Company, of New York; 
Ocean Accident and Guarantee Corporation, 
Ltd., New York; American Employers Insur- 
ance Company, of Boston; Columbia Casualty 
Company, of New York; Independence Indem- 
nity Company, of Philadelphia; Massachusetts 
Bonding and Insurance Company, of Boston; 
Sun Indemnity Company, of New York; Com- 
mercial Casualty Insurance Company, of New- 
ark, N. J.; Fidelity and Plate Glass Insurance 
Company, of Newark, and the Republic Casu- 
alty Company, of Pittsburgh. 

Conspiracy to wreck the business of the 
Southern Surety Company in an endeavor to 
escape payment of reinsurance in connection 
with the failure of the Carnegie Trust Com- 
pany of Pittsburgh, Penna., is charged. 

The petition alleges that the defendant com- 
panies agreed that none of them would pay the 
plaintiff the amount of reinsurance due unless 
all of them consented; that the defendants 
further agreed that they would circulate and 
cause to be published “wrongful and defama- 
tory” stories with relation to the conduct of the 
business of the Southern Surety Company, and 
its integrity and financial standing; and that by 
false representations to State officials of Penn- 
sylvania, they caused to be instituted a pro- 
ceeding before the Insurance Commissioner of 
that State for the purpose of securing the can- 
cellation of the license of the Des Moines com- 
pany to do business in that State. 

It also alleges that the same companies 
employed Arthur G. Burgoyne of Pittsburgh 
to come to Des Moines to make an investiga- 
tion of the affairs of the Southern Surety Com- 
pany and its standing in the community and to 
circulate false and defamatory stories concern- 
ing the plaintiff company. 

The co-defendant, John T. Eddy, insurance 
counselor of this city, was a witness in the 
hearing before the Pennsylvania State Insur- 
ance Commissioner. W. Clyde Grubbs and C. 
C. McGovern, both of Pittsburgh, and J. J. 


(Concluded on page 22) 
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INCIDENTALLY | 








HEN E. Staniey Turnbull, staff artist at 

the home offices of the Prudential In- 
surance Company of America, in Newark, N. 
J., prepared an illustration for a display ad- 
vertisement early in 1926 his drawing was what 
he has since been pleased to call “part of the 
day’s work.” 

This same work of art, which appeared in 
several national magazines and provoked favor- 
able comment at the time of its publication, re- 
cently was selected by the Bok advertising 
award jury as the finest example of the year 
in the pictorial illustration of advertising text. 
The award, announced at a dinner of the Harv- 
ard Business School, was a check for $1000 and 
a certificate of honor. 

“The misery of an old man is of interest to 
nobody” was the title of the drawing. It de- 





E. Stantey TuRNBULL 


picts a feeble old man leaning on two canes 
and hobbling painfully across a desolate ex- 
panse—a powerful sermon on the necessity for 
old age endowment life insurance. 

It is a picture from real life, for Mr. Turn- 
bull’s model was an old man who ekes out a 
precarious living through the sale of books. 

Mr. Turnbull is a Canadian and before en- 
rolling with the Prudential Insurance Company 
of America he achieved considerable fame in 
Ottawa as a portrait painter. 

x * * 

HEN Otto F. Lange, State Senator from 

Dubuque, Ia., and general agent for the 
Royal Union Life Insurance Company of Des 
Moines, departed for Des Moines to attend the 
42nd general assembly, he admonished his sons, 
Harvey and Philo, to stick to business while 
“Pa” was away. Just to show Senator Lange, 
who had been writing most of the business of 
the agency, the boys turned in enough new 
business to place Lange’s Insurance Agency 
ahead of the entire field forces of the company 
in January. 


THE 
OBSERVATION POST 








“SMOKE” 











HE next time someone asks me why citi- 

zens of Europe have a greater respect for 
law-enforcement authorities than have the 
people of the United States, I think I’ll be able 
to tell him. The basis for my belief is the 
fact that last week I read a news dispatch from 
Berlin which stated that a seven-passenger 
limousine, stolen two years ago and dismantled 
and sold piece by piece to three different junk 
dealers, had been reassembled in running order 
and restored to its rightful owner by the Ger- 
man police. It is said that all the machine 
needs is a coat of paint. Determining the num- 
bers of all the individual parts of the stolen 
car, the Berlin police worked on the case in 
shifts and gathered them bit by bit until the 
police garage mechanics were able to rebuild 
the car as it was when stolen. The motor was 
found in a second-hand accessory shop, the 
chassis was found in a junk yard and the body 
was found in another junk yard. The man 
from whom the automobile had been stolen 
gave $200 to the Berlin police sick benefit fund 
out of gratitude for the return of his machine. 
This whole case bespeaks a brand of efficiency 
and persistency which well merits the pride 
Europeans take in the abilities of their police. 
N. B.—United States cities please copy! 

* * * 


NSURANCE company men often run into 

claims based on allegations which do not 
ring true either at first glance or after careful 
investigation. One such case was brought to 
my attention recently in which a girl claimed 
that she had sustained a fall that resulted in a 
broken arm when her heel caught in the hem 
of her dress. The case was said to have almost 
reached the courts and the company insisted as 
a defense that no girl in these modern times 
wore a dress sufficiently long to permit her 
heels to catch in its hem. Incidentally, the 
whole claim turned out to be fraudulent. 

“Ee ee 


XPLANATIONS regarding the cause of 

~ crime are many, and now comes William 

E. McKell, vice-president of the American 

Surety Company, New York, and says that 

envy is the leading cause of dishonesty among 

employees. “One wants to present a ‘good 
front’ to the world,” says Mr. McKell. 

x * * 


N the latest issue of “Our Folks,” the house 

organ of the New York Indemnity Com- 
pany, Spencer Welton, president of the organ- 
ization, has this to say about insurance as a 
career: “Promotion in this business is won by 
all-around efficiency. Doing one thing exceed- 
ingly well is useful, but exercising plain com- 
mon sense in meeting all the different require- 
ments of your job is much better. A Roman 
candle makes a pretty sky effect, but a plain 
homely lantern is vastly more useful to the 
world. Let the other fellow do the sky rocket- 
ing and saw wood yourself.” 
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HIS is better than a dividend from a fire 
insurance company: It’s Queen Fontana, 
who, in the period of five years laid 1174 eggs, 
By gosh, if the old hen didn’t pay 12 per cent 
a year, or a total of $10,000 during her cackling 
period! Now give the little girl a hand. 
* ok * 
rea alarms are being abolished in many 
\/ cities. Prohibition is strictly enforced in 
every city except your own. (Now what’s a 
“still” alarm? It’s the word spoken easily that 
there’s a fire in the neighborhood. So many 
“still” alarms have led to confusion—due to 
location. ) 
* * * 
H-HO, the life of a fireman’s wife! More 
than 150 “professional business men’— 
gosh, isn’t business a profession?—were enter- 
tained at a dinner given by the firemen’s wives 
of a certain town in Minnesota. They wanted 
pennies for new hose. 
* *k Ox 
_ G and believing that every fire insur- 
ance company has its own lawyer, I step 
right out into the printed field and steal this, 
being legally protected: “The Chamber of 
Commerce of one town was holding a ‘booster 
dinner’ and various city officials were invited to 
attend and to deliver short talks after the din- 
ner. The chief was asked to explain the im- 
provements planned for his department and be- 
ing a quick wit, his talk was enlivened with 
many funny anecodotes. Following the chief, 
the toastmaster called upon one of the lawyers 
present, whose habit it was when talking to 
shove his hands deep into his pockets. 

“The lawyer arose and assumed his cu;- 
tomary pose and said: ‘Doesn’t it strike this 
company as a little bit unusual that the fire chief 
should be so exceedingly funny ?’ 

“This angered the chief, who immediately 
arose and said: ‘Doesn't it strike this company 
as a little unusual that a lawyer should have 
his hands in his own pockets?’ ” 

I want to say that if I had been present at 
said banquet I should certainly have climbed 
upon the table—knowing, oh, so much better, 
of course!—and said: “Chief, you, too, have 
received a process server. Give the little fire 
fighter a hand!” 

* * * 
ILL Texas Quinan, after all, this adver- 
tising, give this little boy a—a—a—well, 
a table for him and several big fire and com- 


mission men from Billy’s Alley? 
se % 


E Bang rats of Schaumberg, IIl., caused some 
fire insurance company to lose a lot of 
money. They decided the department’s fire hose 
would make a good home. Then along came 4 
fire and they so choked the water supply that 
$40,000 worth of damage was done before they 
could be removed * * * Gosh, but those 
rats were certainly well-lodged! 
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THE COST OF CRIME 
HE criminal and his activities cost 
the people of the United States 
about $16,503,000,000, according to esti- 
mates made by Mark O. Prentiss in the 
current issue of the Manufacturers 
Record. Mr. Prentiss, who has been ac- 
tive in the affairs of the National Crime 
Commission and who has carried out ex- 
tensive research in the field of crime, its 
cause, prevention and punishments, ar- 
rives at the given total as follows: 


Loss through commercial frauds $2,000,000,000 
Loss on property (theft, arson, 


Bee.) Saab bss RAG aed «ald oak 2,000,000,000 
Cost of police, judicial, prosecu- 
tion, prison, private guards, 
anti-criminal industries, en- 
porcemment. Cts. ee. ce 6,000,000,000 
Economic waste of crime...... 6,503,000,000 
$16,503,000,000 


With respect to the foregoing figures, 
Mr. Prentiss adds this statement: 

Add to this your own guess as to the extent 
of graft in the United States, the amount of 
money won and lost in gambling and the money 
tied up in financing criminal enterprise and the 
figure of $20,000,000,000 a year comes well in 
sight. Even at my first low estimate of nearly 
$13,000,000,000 the economic cost of crime, in 
direct cost, in the overhead of anti-crime ma- 
chinery, in the huge waste involved in both, 
and in illegal activities, presents an appalling 
picture of the toll levied upon the country by 
the criminal. 

The interest of insurance companies in 
the problem of law enforcement is ob- 
vious. Casualty and surety companies, in 
particular, have good reason to support 


any and all movements which offer some 
hope of success in checking the depreda- 


tions of criminals. 


Their underwriting 
loss ratios are directly affected by male- 
factors and the possibility of making a 
fair profit on capital at risk is, for them, 
largely dependent upon a citizenry whose 
average honesty factor is high. Large 
losses through crime are not the only tar- 
get against which the insurance companies 
should help aim the guns of the law. 
Small losses are nearly as important since, 
in the aggregate, they amount to many 
millions of dollars yearly. 

Not only the companies, but their 
agents, should realize their responsibili- 
ties in this direction and act accordingly. 
It is gratifying to note that the majority 
of the insurance companies are taking a 
definite and an_ increasingly-important 
part in the task of curbing the criminal 
and that the country in general owes a 
debt to the companies for their valuable 
civic efforts along this line. 





RED TAPE 

HE discussion of red tape as it ap- 
plies to the insurance business, by 
Frank L. Gardner, president of the Na- 
tional Association of Insurance Agents 
in an address before the Fire Under- 
writers Association of the Northwest, is 
most interesting. Mr. Gardner has been 
a leading agent for enough years to re- 
member the time when the business was 
less organized and invested with more 
personality. Probably no business has 
suffered more from over-organization 


than insurance, since this development has 
gone on with no accompanying effort to 


explain the new methods either to the 
public or the agents. The business has 
become hedged about with countless in- 
flexible rules which hamper it at every 
turn. Rules are often necessary, but 
should not be inflexible, because no two 
sets of circumstances to which they apply 
are ever alike. Two influences have, how- 
ever, forced this lack of elasticity. The 
first and most important is the terrible 
competition for business which has been 
going on for many years now. So keen 
has this competition been that many, in 
fact most companies have practically 
ignored sound underwriting and pro- 
ducers are constantly ready to take ad- 
vantage of any rules which allow the 
least discretion. This same competition 
has brought about another condition 
which Mr. Gardner might well have be- 
moaned, that is, the indiscriminate ap- 
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pointment of large numbers of agents 
who are lacking both in the necessary 
judgment and knowledge to properly ap- 
ply rules which leave room for discretion. 
Underwriting by rule probably has its 
advantages but it also has serious disad- 
vantages for which no corrective has yet 
been found. There is a brilliant future 
for the man who can devise a way to add 
a human touch to modern bureaucracy. 
A second influence is inherent in -bu- 
reaucracy itself. Flexibility of rules soon 
breeds charges of favoritism which are 
hard to put down. “Tf a bureau employee 
allows more leeway in one case than an- 
other, with perhaps good reason, resent- 
ment is sure to result. And so it goes! 
Bureaucracy forms a circle within a circle 
from which it is hard to escape. Mr. 


Gardner offers no remedy, he simply calls 
attention to a condition which needs study. 


Possibly some good will result. 





IS JUSTICE REALLY BLIND? 

| carrying out its investigations into 

the characters of those writing crim- 
inal bail bonds, THe SPECTATOR uncov- 
ered the record of one individual who, 
since 1903, has been arrested twenty times 
in New York and who was sentenced only 
once, and then to the House of Refuge in 
the case of his first offense. Here is a 
strange operation of justice! Adding to 
its strangeness, the record shows that the 
man was discharged in seventeen in- 
stances. 

Were the blindfolded eyes of justice 
actually unseeing in this man’s favor? 
And, if so, how many similar individuals 
are at large? The prompt administration 
of the law is the keystone of civic safety. 
If delay, perversion and other sinister in- 
fluences are constantly at work, what of 
the future? 

If this one man could be discharged 
seventeen times after arrests for such al- 


legations as assault and robbery, felonious 
assault, larceny, revolver carrying and 


grand larceny, a dilemma with two sharp 
horns presents itself. Either the arrests 
were not made on sufficient evidence, or 
justice not only nodded but was sound 
asleep. Neither contingency is pleasant to 
contemplate, particularly from the stand- 
point of insurance. In the words of 
Patrick Henry, shall we lie here supinely 
“hugging the delusive phantom of hope 
until our enemies shall have bound us 
hand and foot”? 
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CENTRAL LIFE AGENCY MEETING OFF 
Temporary Injunction Issued Restraining 
Either Faction from Action 

Des Mornes, Iowa, February 28.—Federal 
Judge Andrew Miller came all of the way from 
Fargo, N. D., in order to hear the argument of 
learned attorneys over the dissolution of the in- 
junction issued by Judge W. S. Kenyon, at St. 
Louis, when Attorney Charles W. Lyon put a 
crimp in the proposed vacation trip of agents 
of the Central Life Assurance Society at the 
-expense of the company, as promised by the 
Milier-Carr faction before the meeting of the 
newly chosen directors attempted to dethrone 
the old administration. 

For three solid hours attorneys representing 
both sides of the controversy argued the case 
before Judge Miller. During the argument the 
jurist was given quite in detail the troubles 
that are confronting the insurance company and 
after hearing both sides he enjoined the Cen- 
tral Life from financing the proposed southern 
trip which had been promised agents who wrote 
business that: came up to requirements imposed. 
Judge Miller’s decree encompassed the follow- 
ing : 

1. Eenjoined O. C. Miller, Fred Carr and 
other officials of the society from issuing any 
more checks for the expenses of the trip. 

2. Enjoined the Iowa National Bank from 
cashing such checks. 

3. Halted any payment by Miller and Carr 
of counsel fees in their litigation to retain their 
jobs, now in Judge Thompson's court. 

4. Barred any circularization of agents or 
policyholders by Miller & Carr, pending 
Thompson’s decision. 

These restraints were embodied by Judge 
Miller in a temporary injunction which super- 
sedes the temporary restraining order issued by 
United States Judge Kenyon at St. Louis last 
week. 

The final hearing on the temporary injunc- 
tion was set for the next term of the Federal 
court here, which begins April 26. 

But Judge Miller made it plain that if, mean- 
while, Judge Thompson of the State district 
court should reach a decision in the quo war- 
ranto trial, thus deciding whether Miller and 
Carr or Dr. T. C. Denny and H. M. Havner 
control the Central Life that he will consider 
a motion for dismissal of the temporary in- 
junction before April 26. 

He granted this concession after Don Evans, 
attorney for Miller and Carr, had endeavored to 
have the injunction modified so as to become 
void if Judge Thompson rules for Miller and 
Carr in the lower court. 

“The Federal court is always ready to enter- 
tain such a motion before a final hearing,” said 


Judge Miller. 


THRIFT COMMITTEE SUCCESSFUL 
Chairman Graham C. Wells Reports Wide 
Activities 

A high tribute to the life insurance mea 
throughout the country who assisted in putting 
over the campaign for “Thrift Through Life 
Insurance” in January was paid by Graham 
C. Wells, in his report to Adolph Lewisohn, 


chairman of the National Thrift Committee 
of the Y. M. C. A. at its recent meeting at the 
Bankers Club. 

Life underwriters took active part in the 
drive in more than 100 cities and millions of 
citizens were reached by the life insurance mes- 
sage through talks before school, assemblies, 
luncheon clubs, the radio and newspapers. The 
Joint Commission, of which Mr. Wells is chair- 
man, co-operated in financing and producing a 
life insurance poster. 

At least fifty pages of paid advertising for 
life insurance on a co-operative basis were 
placed in the newspapers during National 
Thrift Week by local life underwriters ac- 
cording to estimates received at the offices o7 
the National Thrift Committee. 


Confederation Life Association Joins Sales 
Research Bureau 


The Confederation Life Association has 
joined the Life Insurance Sales Research 
Bureau, according to an announcement made by 
John Marshall Holcombe, Jr., manager of the 
Bureau. This company was organized in 187 
and operates in all the Canadian provinces, 
Trinidad, Jamaica, Costa Rica, Cuba, Mexico, 
Santo Domingo, San Salvador, Guatemala, 
Grenada, Great Britain, Ireland, Newfoundland, 
and has recently been licensed in New York. 
The company has had a steady, consistent 
growth. 

C. S. Macdonald, general manager, will serye 
as the Bureau contact. 

















STAUNCH STANDS 
“THE ROCK” 


On each working day of the year 1926, 
there sped forward from The Prudential’s 
home office the sum of $240,900, repre- 


senting an average of 917 claims. 


For the entire year, there were 257,181 
claims for a total of $72,271,517. It 
would be impossible to compute the real 
value of this disbursement 1n its relief 
of distress, 1ts shielding of helpless per- 
sons who otherwise might have suffered. 


To Special Agents and Brokers who seek stability such 
as this, plus a service profitable to them, 
The Prudential’s Ordinary Agencies, 
located in all larger cities, are avail- 
able for the placing of all types of 
Ordinary Insurance. 


Insurance Company of America 
Epwarp D. DuFFIELp, President 
Home Office, Newark, New Jersey 


The Prudential 
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LAW ON RUSSIAN 
INSURANCE VOID 


State Court of Appeals Finds It 
Violates Constitution 








DEFENDED BY CHARLES E. HUGHES 





Legislation Was Enacted to Protect New 
York Life from Suits of Russian 
Policyholders 
The law passed by the New York Legisla- 
ture in 1926, under which all action on Russian 
insurance claims was stayed until thirty days 
after recognition of the Soviet régime by the 
United States Government, was held uncon- 
stitutional by a decision of the New York Court 
of Appeals, sitting at Albany on Monday of 


» this week. The Legislature was held to have 


exceeded its powers in enacting a law which 
contravenes the Federal Constitution by impair- 
ing the obligation of contracts. 

Former Governor Charles E. Hughes de- 
fended the legislation, acting as counsel for 
the New York Life Insurance Company. 
Walter S. Pollak appeared for Dr. Henry 


_ Sliosberg, formerly attorney for the New York 


Life in Russia and also a policyholder. Dr. 
Sliosberg came to this country in 1925 to prose- 
cute action on his policies, which action re- 
sulted in the adoption of the legislation now 
voided. The assets of the New York Life in 
Russia were seized by the unrecognized So- 
viet régime by decree issued December 1, 1918, 
hence the company has neither the funds to 
pay the policies nor recourse against the Soviet 
government. The claims can therefore only be 
paid from reserves held for the benefit of 
American policyholders, a situation which the 
New York Life is seeking to avoid. 

The opinion was written by Justice T. Henry 
Kellogg. 

Attorneys for the insurance companies have 
not, as we go press, received copies of the 
court’s decision. It cannot, therefore, be defi- 
nitely stated that an appeal will be taken. THe 
Spectator has been informed, however, that 
counsel for the companies are seriously consid- 
ering the idea of an appeal, which will prob- 
ably mature if any loopholes can be found in 
the opinion written by the Court. 

Even if no appeal is taken, and the situation 
fetains its present status quo, there seems to be 
évery reason for supposing that no recovery 
will be granted to holders of Russian contracts, 
because the policies themselves call for pay- 
Ment in Russian rubles, and that means the 
Same kind of rubles that were used in paying 
Premiums on the same policies. At the rate of 
exchange, one new ruble (ruble tchernowetz) 
is worth about five billion old rubles. It follows 
then that no matter how the courts decide on 
the merits of the case, the recovery allowed 
Would probably not be worth more than the 
Price of a few good cigars. 


New Table Wins 
(Concluded from page 3) 


mortality with interest at 4 per centum per an- 
num, and for contracts issued on or after said 
day shall be the American experience table of 
mortality with interest at 314 per centum per 
annum. 

Any company may adopt as a legal mini- 
mum standard the American Men Ultimate 
Table of Mortality with 34 per cent interest 
for contracts issued on or after January 1, 1928, 
in lieu of the American Experience Table of 
Mortality aforesaid. 

William M. Corcoran, actuary of the Con- 
necticut Insurance Department, was at the head 
of the movement to make the American Men 
Table a permissive standard and he was also 
the sponsor of the Connecticut bill. The bill 
was strongly supported by the large non-partic- 
ipating companies in Connecticut as well as by 
the mutual life companies. It is said to have 
been drafted by William Brosmith, vice-presi- 
dent of the Travelers Insurance Company, and 
he testified in its favor before the insurance 
committee of the Connecticut Legislature, when 
it came up for a hearing. 


Mr. Corcoran first brought the matter up in 
1925, when he addressed the National Conven- 
tion of: Insurance Commissioners, in annual 
session in San Antonio, Texas. An effort was 
made to have the convention, approve the idea 
and to push the necessary legislation in all 
States. A number of Commissioners from the 
West and South were found to oppose the 
idea and, as this opposition persisted, the mat- 
ter was left in abeyance. 


While the Insurance. Commissioners of the 
Western and Southern States seem to have 
voted in a large majority against the adoption 
of the tables as a permissive standard at the 
present time, nevertheless THe Spectator has 
evidence that the: life companies in those sec- 
tons are using and paying more and more at- 
tention to the new mortality table representing 
the actual experience of American men lives. 
In fact, THe Spectator has received many let- 
ters from companies in the West and South 
showing interest in the compilation of tables 
on this basis. 


It is believed that New York may soon fol- 
low the lead of Connecticut as Superintendent 
James A. Beha has expressed himself in favor 
of the plan and it is not believed that there 
would be any particular opposition from the 
companies in that State which are generally 
too solidly established to fear the results on 
their financial standing. There have also been 
rumors that a similar move would be made in 
Michigan during the present legislative season, 
but no definite information is at hand, nor has 
such a bill been introduced. It is said that re- 
cent studies have convinced many actuaries at 
first in opposition, that the plan will work to 
the benefit of ‘the smaller companies as well as 
the larger ones. 


IHONOR JAMES A. FULTON 





Continental American Gives Big 
Dinner : 





ENTIRE ORGANIZATION PRESENT 





New Agency Manager of Home Life Gets 
Fine Send-Off 

The Continental American Life Insurance 
Company tendered a complimentary dinner on 
Tuesday, March 1, to James A. Fulton, who re- 
signed recently as vice-president of the com- 
pany to become superintendent of agencies of 
the Home Life of New York. 

Practically the entire official staff, home of- 
fice force ‘and field force of the company 
gathered at the Hotel duPont-Biltmore in 
Wilmington to express their good wishes to 
Mr. Fulton in his new connection and their 
regret to have him leave the Continental. 

President Philip Burnet spoke in very glow- 
ing terms of the exceptional capacity of Mr. 
Fulton as an insurance executive, his thorough 
knowledge of the business and of the fine per- 
sonal qualities as a man which held him in high 
esteem of all those with whom he came in con- 
tact. 

A. M. Walls, one of the oldest men in point 
of service in the field force, presented Mr. Ful- 
ton a handsome watch on behalf of the entire 
field organization of the company. 

The managers of the company presented him 
with a very beautiful Gladstone. traveling bag. 

The members of the home-office staff pre- 
sented Mr. Fulton with a beautiful set of studs 
and cuff links. 


Mr. Fulton has been connected with the Con- 
tinental American for the past twelve years. 
Starting as a salesman, he went to the home 
office of the company as agency secretary about 
nine years ago and two years later was made 
agency manager. In 1923 he was elected to the 
board of directors of the company and made 
vice-president in charge of agency development. 

Fernand E. Gendron, who succeeds Mr. Ful- 
ton as agency manager, was present at the din- 
ner and received a hearty welcome from the 
Continental American field men. 


Would Amend Savings Bank Life Insur- 
ance Law 

Boston, Mass., Feb. 28.—The Massachu- 
setts Savings Bank Life Insurance interests and 
representatives of the Boston Life Under- 
writers Association were before the insurance 
committee of the legislature last Wednesday 
on the petition of the underwriters to amend 
the Savings Bank Life Insurance Law by pro- 
viding a limit on the maximum amount of life 
insurance which may be issued to any one per- 
son. The proposed amendment fixes the aggre- 
gate amount of insurance issued on one life 


by two or more banks at $2000. 
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BUIiLDIN G 7 us GREATER INTEBR-+sSOUTHERN 






IN THESE FIGURES 
Is Indelibly Written 


A RECORD of PROGRESS 















HE new interests of the Inter- upbuild the Company were evident. 
Southern Life took charge in April The year’s greatest accomplishments 
of last year. To the Company they were made, of course, during the latter 
brought the constructive viewpoint of half; and in figures for the six months of 
broad experience; the conservative July through December, there is re- 
methods of sound success; and the posi- flected striking progress andthevery real 
tive security of great resources. success that the new organization is 
By June, the results of the first efforts to winning. 





2 Comparison of business written during the last six months of 1925 
against the same period in 1926; and during the first half of 1926 
against the second half, shows the following gains: 






Last 6 Months of 1925 : ; : : ys : $11,446,125.00 
Last 6 Months of 1926 ‘ 3 ‘ , ‘ ‘ $19,431,485.00 








GAIN $ 7,985,360.00 


First 6 Months of 1926 . ‘ < . P ‘ $12,464,275.00 
Last 6 Months of 1926 : ° s , ‘ $19,431,485.00 


GAIN. : $ 6,967,210.00 



































The, percent age of gain, 1926 over 1925, was 68%. The percentage V4 

\ of gain, last half of 1926 over first half, was 56%. fo 
HESE gains were earned with the Together with the opportunities which 
assistance of a sales plan that in- the vision and development of this Com- 
creases production and income of the pany is creating for active and far- 
agent, no less surely than it builds vol- sighted men, it will interest you. We 
ume for the Company. This plan is will be glad to send you full information. 

based on your personal needs. Write direct to— 










CAREY G. ARNETT, President 


INTER- SOUTHERN LIFE INSURANCE CoO. 


ESTABLISHED - _ 1905 IN - LOUISVILLE - KENTUCKY 



















Capital, Surplus and Reserves for Protection of Policyholders, $11,806, 168.68 
Insurance in Force over - - - - - - . $110,000,000.00 
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NEW YORK LIFE IN 1926 


Written Business Over Nine Hundred 
Million-Dollar Mark 








PRESIDENT KINGSLEY’S ANNUAL 
MESSAGE 





Giant Company Reports Assets of Over 
$1,200,000,000 — Highly Favorable 
Examination by New York De- 
partment 


“People on the whole are satisfied that the 
present day supervisory system provides ade- 
quate assurance of financial stability, without 
the continued publication of figures to prove 
it They, are much more interested in adver- 
tising which adds to their store of knowledge 
and indicates that the company is alive to the 
needs of its agents and policyholders, and is 
prepared to render real service to them.” This 
paragraph from an editorial in THe SPECTATOR 
of February 4, 1926, bespeaks THE SpECTATOR’S 
idea of what the modern life insurance adver- 
tising should portray, when published, in the 
daily press. No finer example of this type of 
advertising is to be found than that of the 
New York Life Insurance Company printed in 
The New York Times of February 16 last and 
containing the message of President Darwin 
P. Kingsley, to the policyholders of that com- 
pany on the occasion of the presentation of its 
eightysecond annual statement. 

The message is a personal one to the mem- 
bers of this great mutual organization founded 
in 1845, and speaks to them in a human way. 
The accomplishments of the company during 
the year past are forcibly depicted. The com- 
munity of purpose of all the policyholders, 
large and small, is emphasized and the success 
of the management in handling this vast co- 
operative enterprise for them is pointed out 
through selected items from the annual state- 
ment. Centered in the advertisement is a pic- 
ture of the company’s beautiful new home of- 
fice building. The subhead Cash Value of Life 
draws attention to the monetary value of the 
average American worker’s life, and under the 
title, How Much Insurance Is Needed, is 
brought home to all a thought upon the ade- 
quacy of their own insurance requirements. A 
condensed financial summary visualizes the 
enormity of the fund available for the fulfill- 
ment of the company’s obligation and amply in- 
dicates to the average man that the company 
is a financial giant. 

Because THE SPECTATOR is essentially an in- 
surance review and annalist, and because 
further, it directly enters into the offices and 
homes of those whose livelihood are dependent 
upon the progress of insurance companies, it 
is to it that these men look for a detailed 
Presentation of the financial statements and- 


a review of the insurance transactions of the 
Many companies whose progress is of essential 
itnerest to them. The New York Life Insur- 
ance Company, because it is the largest of all 
companies confining its operations to ordinary 
life insurance is, therefore, of primary impor- 
tance. 


The eighty-second annual statement of 


this company for the year ending December 31 
last is replete with gigantic totals far in ex- 
cess of the corresponding items of preceding 
years and indicative of farsighted and progres- 
sive management capable of directing the 
aggressive and efficient agency force which has 
been built up by it and has in turn built up this 
beacon of life insurance. The statement shows 
that the company wrote during 1926 $906,194,- 
190 of new business covering 299,728 policies, 
excluding over $11,200,000 of insurance revived 
and increased. The spread of this vast accu- 
mulation of new insurance is better realized 
when attention is directed to the fact that the 
average size of the new policies issued was 
$3024 each. While this average size is small 
when compared with the total transactions, in 
that it is an average of $500 per policy more 
than that of 1925, it demonstrates the grow- 
ing desire of the rank and file of American 
citizens to be better insured. . It is also almost 
$500 greater than the size of the average pol- 
icy now in force in the company which is $2599. 
On December 31 last the total insurance in 
force was $5,752,828,977, an increase in this 
item of $533,745,048, over a half a billion dol- 
lars and more than the corresponding increase 
in any other year in the company’s history. 
There were outstanding on this vast amount of 
insurance 2,220,784 policies in force. 


INCOME DuRING 1926 
During the year past the company had a pre- 





mium income of $215,993,783, an epoch-mark- 
ing event, in that, it for the first time surpassed 
the two hundred million dollar mark. Of the 
total amount, $36,575,621 represented new. pre- 
miums and $179,418,162 was renewal premiums. 
The total interests and rents were $58,326,609 
and the income from other sources was $21,02I1,- 
546, making the total income in 1925 $295,341,- 
938. Under disbursements, of a special inter- 
est and overshadowing in actual outlay are the 
payments to policyholders aggregating $140,- 
474,069 and comprising $42,307,407 of death 
claim payments; $8,951,024 payments for ma- 
tured endowments; $2,814,171 disbursed through 
the disability features of the company’s poli- 
cies; $1,476,544 additional death benefits paid 
because of accidental deaths incurred; $579,- 
776 on account of annuities, $24,087,871 for sur- 
render values, while the dividends paid to pol- 
icyholders amounted to $53,430,080. 

This item cannot be passed without attention 
called to the value of life insurance to living 
policyholders in this great company, for it will 
be seen that the dividend payments were but 
$2,000,000 less than the aggregate amount paid 
for death claims, endowment and accident and 
disability benefits. Included also in the total 
paid policyholders is $6,828,007 paid on policies 
transferred to foreign companies. The taxes 
paid to State, Federal and municipal govern- 
ments was $4,728,751, almost 10 per cent of 
the dividends paid policyholders and practi- 
cally 2 per cent of the total income of the 
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company, The entire expenses of the manage- 
ment of this great company $38,881,744 was 
entirely derived from income other than pre- 
miums. In fact it was not much more than 
one-half of the total interest and rents re- 
ceived. The total disbursements of the New 
York Life were $193,887,061 and draws atten- 
tion to the enormous amount of income saved 
which was $101,454,877. In other words, their 
income exceeded their outgo by over $100,000,- 
ooo. This is indeed remarkable and of partic- 
ular interest to policyholders or applicants for 
insurance, in that it forshadows the continua- 
tion, if not liberalization, of the present high 
dividend scale. 


FINANCIAL STATEMENT 


The financial statement of the company as 
of December 31, 1926, shows the admitted as- 
sets to amount to $1,267,065,866, an increase 
of about $120,000,000 over 1925. The principal 
item in the assets are the company’s bonds, 
which though most conservatively valued 
amount to $583,084,590. Second only to the 
bonds are the first mortgage loan holdings of 
the company on real estate aggregating $428,- 
755,888. It is interesting to note with respect 
to this item a statement made by the examiners 
of the New York Insurance Department as a 
result of their examination of the company as 
of December 31, 1925, and filed with the in- 
surance department on February 17, 1926: “In 
response to widespread demands for money to 
finance new housing and commercial projects, 
the company during the past three years has 
invested in mortgage loans in many States of 
the United States on a large scale, but ap- 
parently on a conservative basis as heretofore. 
The percentage of mortgage loans to total 
ledger assets has increased from 20.2 in 1922 
to 31.5 in 1925. The number and amount of 
residential loans have increased from 663 loans, 
totaling $4,855,009 in 1922 to 10,334, totaling 
$54,692,980 on December 31, 1925.” While no 
supplementary information is available regard- 
ing the latter items covering 1926, the com- 
pany’s statement for this year proves a continu- 
ation of the company’s policy in the former re- 
spect, in that the proportion of the percent- 
ages of mortgage loans to ledger assets has in- 
creased in 1926 to 34.9. 

Other items of importance listed include loans 
made to policyholders $179,134,357, premium 
notes $14,051,115, net amount of uncollected 
and deferred premiums $22,555,570, total inter- 
est and rents due and accrued $20,185,608, real 


estate $11,632,697. 


IMPORTANCE OF FIGURES SHOWN 


The importance of the New York Life to 
the general public cannot be overemphasized if 
consideration of the company was limited solely 
to the investment feature, for the finance com- 
mittee of the company has coordinated the in- 
terest of the company with the needs of the 
ordinary ciizen, in that it has made its invest- 
ments in policyholders’ loans, mortgage loans, 
municipal state and county bonds, railroad and 
public utility security, places where the use of 


money raises the standard of living in the com- which policyholders have enjoyed, and to state 


munities thereby. A tabulation given below 
outlines in a desirable way points in the great 
strength of the New York Life: 


Business AND STANDING IN 1926 






Premiums on new business 36,575,621 
Renewal premiums Pick bis a oak ew 179,418,162 
Total premium income. 215,993,783 
Interest and rents..... 58,326,609 
OUEF TROIS oso cnkticdccncccveceaess 21,021,546 

Teta AG0URE osis cnc se eteksccdes $ 295,341,938 
Paid-for death claims..........sece0. $ 48,784,041 
Paid-for endowments ....... jes ereeeees 8,951,024 
Paid-for disability and annuities....... 8,393,947 
Paid-for surrender values............. 24,087,871 
Paid-for dividends .......cscccscccccce 53,430, '079 
Paid-for other policy accounts.......... 6,828,007 

Total payments to policyholders....$ 140,474,969 
Other PAFMERTR 06 Kuis cccvccsocesbcecce 53,412,092 

Total disbursements ...........+.+-- $ 193,887,061 
Dcamie TONE tr is av oa eo tas cee see deccee 101,454,877 

Total admitted assets............. $1,267 ,065,866 


Reserve on policies (excluding disability) .$ ey pg 761 


Dividends payable in 1927............ 535,527 
Dividends payable in subsequent years “a0 376 
Other assigned surplus funds.......... 119,375,657 


New paid-for business, 302,544 policies 
(including revivals and increases) . 

Insurance in force January 1, 1927 2,- 
$20,784 Policies TOF. ois cccscatcis 5,752,828,977 


917,411,850 


Considering 300 working days in the year 
these transactions, reduced to a daily average, 
show that the New York Life added to its as- 
sets during 1926 approximately $392,000 daily. 
It received from policyholders an average of 
$719,979 and from other sources $264,267, the 
daily average receipts being $084,473. Daily 
payments for death claims were $145,980, but 
living policyholders received an average of 
$322,269. Total payments to policyholders aver- 
aged $468,249 daily. Agents wrote an average 
of 999 policies for $3,020,647 each day; the 
average daily increase being 495 policies for 
$1,775,817. As an indication of the service the 
New York Life had rendered during its more 
than 82 years of continuous operation, the fol- 
lowing table is presented summarizing its finan- 
cial growth and business stability. 


ReEsuME, 1845-1926, INCLUSIVE 


Premium income received............. $3,422,131,783 
Paid-for death claims...........cce00% 2,655,767 
Paid to living policyholders...... .++ 1,592,035,771 
Total payment to policyholders. . . 2,464,691,538 
Assets, January 1, 1927......... ; 1,267,065,866 
Total benefits to policyholders......... 8,731,757 ,404 
Excess of benefits of premiums 309,625,621 





From the above resume it will be seen that 
while policyholders have paid the enormous 
sum of $3,422,131,783.00 in premiums since 
organization, they have received in death claims 
and other benefits $2,464,691,538.00 and have 
still held for their protection $1,267,065,886, 
making the total benefits to policyholders since 
organization $3,731,757,404, or $309,625,6a1 
more than was paid in by them. Thus policy- 
holders have received $1.09 for every dollar of 
premium which they have paid in. 

The New York Life Insurance Company 
was organized and began business early in 1845. 
It is a purely mutual organization and has been 
operated as a purely mutual legal reserve life 
insurance company for 82 years, during which 
time it has been owned and operated solely by 
its policyholders. No finer tribute to the man- 
agement which the company has enjoyed 
throughout its existence can be paid than to 
give a presentation of the company’s history, 
its progress and its present financial standing, 
proving the substantial returns and savings 
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that these great accomplishments are due the 
guidance of its management. 


EXAMINATION Report FAVORABLE 

After a very exhaustive examination of the 
company’s affairs by the New York Insurance 
Department the conclusion of their examination 
which was filed on February 17 as of Decem- 
ber 31, 1925, pays a very high compliment to 
the officers and organization of the company. 
“During this period the policyholders also have 
mutually benefited on account of the favorable 
mortality experience by the company, by reason 
of the substantial appreciation in market values 
of securities and by the successive increases in 
annual dividends declared in each of said years, 
At the same time much has been accomplished 
in liberalizing and clarefying the provisions of 
the company’s policy contracts.” 

“Notwithstanding the distribution of sub- 
stantial sums for dividends and the liquidation 
of practically all of the funds held awaiting 
apportionment under deferred dividend con- 
tracts, the company at the close of the period 
under review had attained an exceptionally 
strong financial position. In its financial state- 
ments its.assets have been valued on a most 
conservative basis particularly in the valuation 
of securities. It set up ample reserves to meet 
all contingencies. Its surplus for the protec- 
tion of its contracts is the maximum surplus 
permitted by law.” The examination also states: 
“A valuable contribution to the need of the 
insurance public was made during the preced- 
ing three years in the placing of such a sub- 
stantial amount of life insurance on the books 
of the company as shows by its policy acount. 
The review of the claim settlements indicate 
that the claims are settled without delay and in 
a satisfactory manner.” 

This article cannot be concluded without a 
mention of the beautiful new home office build- 
ing of the company now under construction on 
the site of the old Madison Square Garden, ex- 
tending from Madison avenue to Fourth 
avenue at 26th and 27th streets, New York city, 
which will be a model of modern construction, 
beautifully conceived and elaborately planned 
to conveniently house the company in _ its 
entirety and which is being so built that the 
revenue therefrom will more than pay its way. 


Citizens National Life to Start Soon 

St. Louis, Mo., Feb. 25.—The Citizens Na- 
tional Life Insurance Company of East St. 
Louis, Ill., which was organized by George 
Kabureck to take over the Colossal Life, which 
was in process of organization, will start ac- 
tive business in about thirty days, according to 
Mr. Kabureck. The company will have $100,- 
000 capital and $100,000 surplus and will issue 
eleven different forms of life insurance, includ- 
ing a special juvenile policy. 

Trustees for the company are: J. G. Bar- 
dill, former State senator and vice-president, 
State Trust Bank, Highland, Ill.; Dr. C. W. 
Milligan, Springfield, Ill.; N. Michael, vice- 
president, Peoria State Bank; Neil K. Bond, 
director, Third National Bank, Mt. Vernon, 


Ill.; Fred D. Strudell, actuary, St. Louis, and 
Dr. C. B. Bonnahme, medical director, S+. 
Louis. 
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LINCOLN NATIONAL LIFE MEETING 
£. P. Adler Addresses Agents at Davenport 
Gathering 

E. P. Adler, editor of the Davenport Times 
and former vice-president of the Associated 
Press, paid a high tribute to the modern life 
insurance representative in his address before 
the agents of the Lincoln National Life Insur- 
ance Company, Fort Wayne, Ind., who were 
assembled at the Blackhawk Hotel, Davenport, 
on Friday evening, February 18, in attendance 
at an agency meeting of their company. 

Mr. Adler said that he could remember the 
day when the life insurance man had a hard 
time to sell the business and professional lead- 
ers on their need for protection, but that to- 
day his function is more of a counselor in that 
business has come to realize the importance 
of life insurance in its plans for progress. 

Vice-President and Manager of Agencies 
Walter T. Shepard was in charge of the 
Davenport meeting held on February 17, 18 
and 19 for representatives from the four States 
of Illinois, Iowa, Nebraska and Missouri. He 
presided at the banquet and gave out the honor 
emblems, including the Minute Men Medals to 
Philip Sitrick, Iowa, and Peverall Lowes, IIli- 
nois, who accomplished the feat of writing, 
delivering and paying for $100,000 of business 
in the last four months of 1926. 

Another speaker on the banquet program 
was B. J. Palmer, head of the Palmer School 
of Chiropractic, who talked upon his favorite 
theme, “Sell Yourself.” 

Superintendent of Agencies A. L. Dern was 
in charge of the educational program for the 
meeting, and was assisted by Assistant Super- 
intendent of Agencies V. J. Harrold, Medical 
Director W. E. Thornton, and Chief Account- 
ant M. D. Johnson. 

The next sectional meeting of the Lincoln 
National Life will be held in Minneapolis on 
Tuesday, Wednesday and Thursday, Febru- 
ary 22, 23 and 24, to be followed by meetings in 
Salt Lake City, Seattle, Los Angeles and Dal- 
las. 


Farmers and Bankers Life Makes Gains 

The Farmers and Bankers Life Insurance 
Company, of Wichita, Kan., closed last year 
with insurance in force amounting to $42,275,- 
562, which is the largest volume of business 
ever placed upon the books of any life insur- 
ance company of Kansas. This amount repre- 
sents a gain of over $3,600,000. The company’s 
admitted assets increased last year by nearly 
$680,000, now amounting ‘to $6,662,011. 
providing for the legal reserve on policies, $4,- 
540,344, and for other liabilities, including a 
contingent reserve of $363,175, there remains 
a surplus to policyholders of $600,657, includ- 
ing $275,000 capital stock. This represents an 
increase during the year of over $25,000. Presi- 
dent H. L. Lindsley and his associate officers 
Merit congratulation upon the fine results of 
the year’s business. 


—B. L. Talley, who recently became president of 
the Home Friendly Insurance Company of Maryland, 
makes announcement of the promotion of Agent George 
W. Fischer to assistant superintendent in charge of a 
Special staff of agents in the Baltimore City district. 


After - 





BEN C. HYDE ILL 
Suffering from Apoplexy—Expected to 
Recover Shortly 

Ben C. Hyde, Superintendent of Insurance 
for Missouri, suffered a stroke of apoplexy at 
Kansas City, Mo., on the morning of Febru- 
ary 21. He was taken to St. Luke’s Hospital. 

While his condition is considered critical the 
attending physicians stated there was no imme- 
diate danger, and they expressed confidence Mr. 
Hyde would be able to leave the hosptal in a 
short time. 

Mr. Hyde is a brother of former Governor 
Arthur M. Hyde, who at present is the presi- 
dent of the Sentinel Life Insurance Company 
of Kansas City. 

Ben C. Hyde was appointed superintendent 
of insurance by his brother and assumed of- 
fice in September, 1921. Governor Sam Baker 
reappointed him upon the expiration of his first 
term and his confirmation will be submitted to 
the State Senate at the present session of the 
General Assembly. 


GUARDIAN LIFE ANNOUNCES SECOND 
AGENCY IN MINNEAPOLIS 
Remole & Remole Appointed Managers 

The Guardian Life Insurance Company of 
America has announced the appointment of 
Arthur H. Remole and Norman W. Remole as 
managers of its second agency in Minneapolis. 

The agency will be known as that of Remole 
& Remole, with offices at 826 Baker Building. 

The Remole brothers are well known in life 
insurance circles in the vicinity of the Twin 
Cities, where they have been engaged for some 
years in personal production. In entering on 
their new and wider field of general agency 
work they take with them the best wishes of 
their many friends for an increasing success. 


Fine Record of Alabama National Life 

The year 1926 was a very favorable one for 
the Alabama National Life Insurance Com- 
pany of Birmingham, Ala. Its new business 
was nearly twice as much as that written in the 
preceding year, having amounted to $1,849,908, 
including $5,711,408 of ordinary and $2,138,- 
500 of group insurance. It closed the year with 
$18,554,090 of insurance in force—a gain of 
$5,630,892. Assets increased $291,041, and on 
December 31, last, amounted to $2,279,937. The 
sum of $208,312 was added to the legal reserves, 
which now aggregate $1,749,611; and after pro- 
viding for all other liabilities the capital and 
surplus amount to $471,021, an increase of 
$77,131. The company has made steady ad- 
vances during its nineteen years of business 
life, and President S. F. Clabaugh and the other 
officers of the company merit congratulation 
upon the very satisfactory results of last year’s 
operations. 


Director of John Hancock 
Carl P. Dennett, trustee of the Griffin Estate, 
and a director and member of the executive 
committee of the Griffin Wheel Company, was 
unanimously elected a director of the John 
Hancock Mutual Life Insurance Company, of 
Boston, last week. 








INDUSTRIAL GROUP FORMED 
New Section of Insurance Advertising 
Conference to Be Inaugurated at May 
Meeting 

Rapid progress is being made in the building 
up of an industrial life and industrial health 
and accident group in connection with the 
forthcoming meeting of the Insurance Adver- 
tising Conference at Hartford, Conn., in May. 

Most of the leading industrial life and indus- 
trial health and accident companies are now 
members of the group, and the indications are 
that the coming meeting at Hartford will be 
an auspicious inauguration of one of the most 
important conference bodies in the insurance 
business. 

J. J. Doyle, publicity manager of the West- 
ern and Southern Life Insurance Company of 
Cincinnati, chairman of the industrial group, 
and Wm. J. Bradley, publicity manager of the 
Home Life Insurance Company of Philadelphia, 
are busy with the details of the program, which 
they say have almost reached completion. 

The principal address at the industrial group 
session will be “The Agent Is What You Make 
Him,” and will be delivered by H. C. Welch, 
agency manager, industrial department, Amer- 
ican Bankers Insurance Company, Jacksonville, 
Ill., to be followed by open discussion. 

Mr. Doyle or Mr. Bradley will gladly give 
any information desired to any company inter- 
ested in the forthcoming conference. 


John Hancock Mutual Life Makes Great 
Advances 

Last year was a remarkably good one for 
the John Hancock Mutual Life Insurance Com- 
pany, of Boston. Its 64th annual statement 
shows that in 1926 its assets increased $30,- 
141,684; the new insurance paid for set a new 
high record for the company; the premiums in- 
creased over II per cent, and interest and rents 
increased nearly 14 per cent over those of 1925, 
while death claims increased about 3 per cent. 
The new insurance paid for was $497,000,902, 
including $238,679,151 of ordinary, $207,287,- 
690 of weekly premium and $51,034,061 of 
group insurance. The company closed last year 
with assets of $407,950,757, and a surplus of 
$32,553,819, and with $2,511,698,102 of insur- 
ance in force. President Walton L. Crocker 
and his associate officers merit congratulation 
upon the progress made last year. 


Robert Orriny Appointed Agency Manager 
for National Life Association 

Announcement is made of the appointment of 
Robert Orriny as agency manager of the Na- 
tional Life Association, Des Moines, Iowa, 
effective March 1. 

Mr. Orriny has had a wide experience in the 
insurance field, having been an agency cashier, 
supervisor of agents and general agent for the 
Mutual Benefit Life Insurance Company and 
more recently as general agent of the Colum- 
bian National. For several years he served as 
membership secretary of the Des Moines Cham- 
ber of Commerce. His first effort will be a 
“Good Luck Campaign” complimenting Judge 
James P. Hewitt’s 13th anniversary as presi- 
dent of the Association. 
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FIRE «>» MARINE 
Insurance Company 
NORFOLK, VA. 


HENRY G. BARBEE 
President 


P. D. BAIN 
Chairman of the Board 


FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
New Jersey 


Baltica Insurance Co., Ltd. 
Denmark 


Franklin W. Fort Thomas B. Donaldson 
18 Washington Place, Newark, N. J. 
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INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1927 


Reserve for Unearned Premiums............... $1,292,659 .00 

RE yg a oa 395,361.00 
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REINSURANCE 


FIRE and CASUALTY 


ROSSIA INSURANCE COMPANY 


of America 


THE FIRE REASSURANCE COMPANY 
of New York 


AMERICAN RESERVE INSURANCE CO. 
of New York 


LINCOLN FIRE INSURANCE COMPANY 
of New York 


THE FIRST REINSURANCE COMPANY 


of Hartford 





115 BROAD S1., HARTFORD, CONN. 





NEW YORK 
MINNEAPOLIS 
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Marsh & McLennan 
INSURANCE 


Fire Liability 


Marine 


175 W. Jackson Blvd., Chicago 
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1927 EDITION 


Thousands of Lega! Decisions are Contained in 


HUDDY ON AUTOMOBILES 


This valuable re.erence work, being now in its eighth 
Edition, is of important use to Insurance Companies, Claim 
Adjusters and Automobile Insurance Agents All Phases of the 
Law of Automobiles Covered. The chapter Titles are: 











1. Definitions and general con- 20 Duty of pedestrian to avoid 
siderations injury 

2. Historical 21. Miscellaneous travelers, cy- 

3. Nature and status of automo- clists, animals in highways 
bile 22 Frightening herses 

4. General right to use highways 2% Railroad crossings 

5. Statutory regulation of mo- 24 Collisions with street cars 
tor vehicles 25 Laability for act of chauffeur; 

6 Municipal regulations master and servant, family 

7. Federal control over motoring curs 

8 Licensing and registration 26. Guests and passengers 

9. Public cartiage for hire, 27. Safety of roads for automo- 


10. 
11. 


jitneys, taxicabs, etc. 
Private hire of motor vehicles 
Garages. garage keepers, fill- 


biles 


. Damages for injury to auto- 


mobile 


ing stations, etc. 29. Criminal offenses 
12. Chauffeurs 30. Manufacturers of motur vehi- 
13. Miscellaneous subjects of reg- cles 
ulation 31. INSURANCE 
14. Law of the road 32. Sales of motor vehicles 
15. Negligence in operation of 33. Liens 
motor vehicles in general 34. Chattel mortgages 


16. 
a7. 


18. 


19. 


Speed and control 

Equipment and condition of 
motor vehicles 

Collisions with other vehicles. 

Duty to avoid injury to pedes- 
trians 


. Conditional sales 
. Evidence 
. Transportation of intoxicating 


liquors. 


1519 Royal Octavo Pages 


Price, $16 
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FIRE INSURANCE 





ARGUES AGAINST 
RECIPROCAL 


Missouri Insurance Men Talk With 
Directors of Auto Club 








ACTION POSTPONED 





Old Proposition to Put Club Into Insur- 
ance Business Revived by Recent 
Rate Raise of Western Con- 
ference 

St. Louis, Mo., February 25.—Another ef- 
fort to place the Automobile Club of Mis- 
souri in the reciprocal insurance business is be- 
ing made as a direct result of the filing with 
the Missouri Insurance Department of liability 
and property damage, fire and theft insurance 
rates for automobiles in some instance from 15 
to 35 per cent greater than the old rates. 

Superintendent of Insurance Ben C. Hyde 
has not taken any action as yet on the new 
schedule. 

The movement in the Automobile Club in 
favor of a reciprocal insurance organization for 
members of that body has been quietly work- 
ing for many weeks, and came into the open 
when the 1927 issue of the rate manual of the 
Western Automobile Underwriters Conference 
revealed that the insurance rates for Missouri 
and especially St. Louis automobilists had been 
revised sharply upward. 

Insurance men have explained that the ten- 
dency of St. Louis juries to give very heavy 
damage judgments for personal injuries and 
the activity of automobile and accessories 
thieves had forced the insurance companies to 
raise their rates if they hoped to remain in 
business so far as Missouri was concerned. 

However, this explanation has not satisfied 
members of the Automobile Club who favor 
a reciprocal company, and they have been work- 
ing on other members to put their plan across, 

Directors of the Automobile Club conferred 
with a delegation of insurance agents on Feb- 
ruary 18 to hear arguments against the pro- 
posed new organization. Final action on the 
question has been postponed for another two 
weeks to give the insurance men an opportunity 
to prepare additional figures in support of their 
arguments against a reciprocal company. 

The insurance men that appeared before the 
club directors were: William M. Byrne of 
Lawton-Byrne-Bruner Insurance Agency Com- 
pany, chairman; George D. Markham of W. H. 
Markham & Company; Nelson Many of the 
Many-Bland Insurance Agency; Frank Mead 
of the AXtna Casualty and Surety Company; 
Dudley Kinkaid of T. H. Mastin & Company, 
and Lynton T. Block, president of Lynton T. 
Block & Company. 

The advocates for an automobile club recip- 
rocal company have advanced the argument that 
St. Louis is being discriminated against in the 
matter of automobile insurance rates, and, sec- 


TAKES OVER PITTSBURGH 
UNDERWRITERS 


Firemens of Newark Adds to Its 
Fleet 








AGENCY NOW UNDER ONE MANAGE- 
MENT 





Organized in 1898 by a Number of Pitts- 
burgh Companies 

The Firemens Insurance Company of New- 
ark will hereafter operate the Pittsburgh 
Underwriters in affiliation with National-Ben 
Franklin of Pittsburgh, Girard Fire and Ma- 
rine Mechanics, Concordia Fire and the Cap- 
itol Fire. 

In 1808, the Pittsburgh Underwriters were 
organized by the National of Alleghany and 
the Ben Franklin, the Humboldt, now known 
as the Superior Fire, the Teutonia, now the 
Republic, and the Allemania Fire—all of these 
companies coming from Pittsburgh. A rear- 
rangement was made when the National of 
Alleghany and the Ben Franklin Fire amalga- 
mated in so far their participation in the Pitts- 
burgh Underwriters, and this rearrangement 
was on a four company basis. 

But of late it has been felt that if one com- 
pany ran and operated the Pittsburgh Under- 
writers it would be better than having diverse 
interests managing it. This is in accordance 
with the change which has taken place in other 
underwriters’ organizations. 

The Pittsburgh Underwriters will be con- 
tinued in the field more actively than hereto- 
fore and will be composed of the companies 
mentioned above, the assets of which amount 
to $53,016,552; capital, $9,900,000, and net sur- 
plus $11,38,747. The policyholder surplus is 
$21,287,747. 

These changes in the organization will un- 
doubtedly prove advantageous to all agents con- 
nected with the organization. 


Chrysler Business Unprofitable 
Lansinc, Micu., Feb. 24.—According to a 
report of the Palmetto Fire of Sumter, S. C., 
recently filed with the Michigan Insurance De- 
partment, the Chrysler business handled 
through that company appears to have been 
highly unprofitable. While the report is diffi- 
cult to analyze in this respect it conclusively 
shows that the Palmetto suffered heavy losses 
on its automobile business, most of which per- 
sumably arose out of the Chrysler contract. 

The contract ended July 1 of last year. 








ondly, that wherever reciprocal companies have 
been organized .by automobile clubs large sav- 
ings have resulted to automobile owners and 
that the stock companies have also reduced 
their rates. 
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WILL DISCUSS COST 
ACCOUNTS 


Agents Will Also Take Up Auto Lia- 
bility at Chicago 








INTERESTING MEETING EXPECTED 





Educational Committee Said to Be Pre- 
paring Interesting Report 

The report of the Better Business Methods 
Committee of the National Association of In- 
surance Agents will probably form the chief 
topic of interest when the mid-year conference 
meeting of that organization convenes in the 
Hotel Sherman, in Chicago, April 19, 20 and 
21. The committee has already held one im- 
portant meeting and will hold a second March 
7, at which time a definite scheme of cost ac- 
counting for agencies will be evolved. A num- 
ber of expert accountants connected with the 
insurance business have been retained to aid in 
the work, which will also be participated in by 
company organization officials. The commit- 
tee is receiving a very satisfactory response to 
the questionnaires sent out regarding agency 
cost and these will be classified and the results 
tabulated in time to report at the Chicago meet- 
ing. It is confidently expected that the results 
will form a basis upon which agents can rely 
when commission agreements with the com- 
panies come up for consideration, as has fre- 
quently occurred recently. At such confer- 
ences agents have heretofore been badly handi- 
capped for lack of reliable statistics upon which 
to base their arguments in favor of adequate 
commission schedules. 

The question of compulsory automobile lia- 
bility bills is also a moot one. Agency organ- 
izations have given splendid and effective aid 
in many States in opposing such measures. Re- 
ports from these centers will be heard and 
plans for continued opposition will be laid, 
based upon them. 

The educational committee, which is in 
charge of the work of finding speakers for 
meeting of civic and business organizations, is 
said to be preparing an interesting report which 
will show much progress. 


PALMETTO REINSURES IN AUTOMO- 
BILE 
Hartford Company Get Agency Business 
of Sumter Concern—Will Continue 
The Automobile Insurance Company of Hart- 
ford has reinsured the agency business of the 
Palmetto Fire Insurance Company and the 
Fidelity Fire Insurance Company, both of 
Sumter, S. C. Both companies have been closely 
associated with the Automobile through a pre- 
vious contract under which the Automobile re- 
ceived a quota of 80 per cent of each company’s 
writings. 
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FIVE YEARS YOUNG 


Kansas’ Strongest 
Life Insurance Company 


Semitel.... 225: $275,000 
Surplus........ $460,000 


SALESMEN WANTED 


To sell something new in 
life insurance in Minne- 
sota, Iowa, Nebraska, Mis- 
souri, Kansas, Arkansas, 
Oklahoma and Texas. 





Our New Home Office 
“Built Without Using a 
Dollar of Policyholders’ 
Money.” 


National Reserve Life Ins. Co. 


GEO. GODFREY MOORE, President 
Topeka, Kansas 





































Ambitious mea of sales experience will be interested in the liberal agents 
contracts we are offering. 
Good openings for the right type of men. 
ASSETS OVER EIGHT MILLIONS 
INSURANCE IN FORCE OVER SEVENTY MILLIONS 


THE CAPITOL LIFE INSURANCE COMPANY 
Clarence J. Daly, President. DENVER, COLORADO 















—1926— 
ANOTHER ONWARD 
MARCH YEAR 


Total of new Life Insurance issued, increased 


and restored (paid-for) for 1926: 


$158,331,102 


Last year was the eighth consecutive year in 
which this Company has shown a gain in 
new paid-for business over the preceding 
year. 





The total of life insurance in force on De- 


cember 31, 1926, was: 


$909,479,363 





BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 
Established 1879 


Des Moines, Iowa 



































Since 1809 


NORTH BRITISH 





NONE BETTER 


Writing Fire, Windstorm and all Kindred Lines 
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Life Insurance Company of Virginia 


Richmond, Virginia 
INCORPORATED 1871 





Insurance in Force 


Over Three Hundred Million Dollars 


Admitted Assets 
Over Fifty-one Million Dollars 


Payments to Policyholders in 1926 


Over Three and one-half Million Dollars 


Total ~———— to Policyholders Since 
Organization 


Over Forty-three Million Dollars 














Joun G. WALKER 


Braprorp H. WALKER 
Chairman of the Board President 
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TOBACCO INSURANCE 


Proves Profitable as a Whole 








MORAL HAZARD IN TROPICS 





Business Has Grown Tremendously in Past 
Few Years—Few Trusts Found 

Not since prior to 1914 has the Internal Rev- 
enue Bureau collected so much from the to- 
bacco industry as it did last year. From ‘man’s 
friend, his company, his consolation, his com- 
fort, his refuge at night, his first thought in 
the morning,” the total collections amounted to 
$370,666,439, and that is an increase in taxes 
of $25,419,227.91 more than those of the pre- 
ceding year. 

It is frankly admitted that the ladies must 
be thanked for this, the ladies who say, “Really, 
I must not smoke so persistently; I must turn 
over a new leaf—a tobacco leaf—and have a 
cigarette after each” —whereupon the dear thing 
pauses as if to say “meal,” but quickly corrects 
such a sensible thought and adds—“afier each 
cigarette” ! 

Yet it is loudly claimed that the poor old 
tobacco industry is overtaxed and that State 
taxation of tobacco products is a menace to the 
business. This fortunately is not so in every 
State. Such a law was overwhelmingly de- 
feated in Oregon by a popular vote of 120,000 
registered against such taxation. 

When one stops to consider that the annual 
volume of business of all types of manufac- 
tured tobacco products, based upon the retail 
prices to the consumer, is calculated at approx- 
imately $1,500,000,000, it should prove of in- 
terest to the insurance world to see how their 
business is figuring in this ever-growing indus- 
try. Accordingly, the writer last week inter- 
viewed a number of representative insurance 
men handling tobacco risks and gleaned the 
following interesting data: 

As a whole the tobacco insurance has proven 
profitable. In North and South Carolina and 
Virginia, insurance on tobacco has been well 
worthwhile, but in Connecticut the contingents 
to a limited season have proven a hazard as 
have the “barns” in which the tobacco is stored. 
In fact, in the Connecticut Valley there is not 
sufficient and proper storage. Some companies 
won’t write a dollar’s worth of the business. 

Insurance on tropical tobacco meets with 
almost the same disapproval. One of the 
largest companies ceased writing insurance on 
Porto Rico and Cuban tobacco last October ; 
another hasn’t written any for the past five 
years. The fire and moral hazard are large 
in the tropics and the distance of these coun- 
tries from the United States makes proper su- 
pervision difficult. The rates in the tropics are 
too low and out of proportion with the moral 
hazards that must be contended with down 
there. 

The tobacco industries in North and South 
Carolina and Virginia are the favorite risks, 
for there warehouses are built along standarl 
lines and standard rates predominate. In these 


States the rates on the contents of a standard 
hogshead tobacco storing warehouse are be- 
tween fifteen and twenty cents on the contents. 


THE SPECTATOR 


Massachusetts Companies Get Jewelers’ 
Block Authority 

Boston, Mass., February 28.—Insurance 
companies transacting business in Massachu- 
setts under the second clause of section 47 of 
the Insurance Law, in accordance with which 
all the varying forms of inland transportation 
coverage are written, have at last secured the 
amendment to this clause that will permit them 
to issue jewelers’ block insurance in the Com- 
monwealth. This has been accomplished after 
repeated attempts that have been turned down 
by former legislatures. 

The extent of the authority granted by the 
amendment is included in the following inser- 
tion in the marine clause: 

* * * and to insure a person engaged in 
the business or trade of manufacturing, buying, 
selling or dealing in, cutting or setting precious 
stones, jewels, jewelry, gold, silver or other 
precious metals, whether as principal, agent, 
broker, factor or otherwise, against any and 
all risks of loss or damage, including deteriora- 
tion and loss of use, arising out of or in con- 
nection with such business or trade and against 
liabilty on account of any such loss or damage, 
including deterioration and loss of use, in this 
chapter called jewelers’ block insurance. 


Bemoans Red Tape 
(Concluded from page 3) 


found that it cannot be obtained on account of 
all this “red tape.” 
In continuing Mr. Gardner bemoaned the fact 


that the modern rating system takes no account 
whatever of moral hazard, recognizing only 
the physical hazard. His closing paragraph 
follows: 


Age, of course, brings reminiscences, and we 
often hear of the “good old days.” I, however, 
am not willing to give up modern conveniences 
for the hardships of our youth, yet I should 
like to feel that I was in a business in which 
there was open and fair competition, in which 
men could be developed such as we used to 
know and in which agents were in a position to 
render real service to their assureds, in which 
company executives could lay out a construc- 
tive policy and which once again could be a 
real, live pulsing organization, ready to meet 
all the demands that are made upon it for pro- 
tection with intelligent, sympathetic service. 





Few of these warehouses are sprinklered and 
this is why there is such a difference between 
warehouse and factory rates, the latter having 
rates varying from six to fifteen cents on the 
contents. 

One hears often of a tobacco trust control- 
ling the output of tropical countries. (In fact, 
there is only one really big tobacco trust and 
that controls the Cuba and Porto Rico output 
pretty thoroughly.) A prominent official of an 
insurance company that carries considerable to- 
bacco insurance described a trust as a concern 
that does about five million dollars’ worth of 
business a year. Of course, such an organization 
can practically ditcate its own rates. This isn’t 
exactly a healthy condition for the insurance 
companies. The tobacco trusts being what 
might be called “all powerful,” they have a 
tendency to pull down the rates to where “the 
unexpected and unforeseen” in the business 
could easily knock the “experience” for some 
time to come. 
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Fire Insurance 


WINS INSTITUTE PRIZE 





Donald M. Doughty Is Best 
Student 





PRESIDENT E. S. LOTT PRESIDES 





Number of Company Members Elected— 
Two New Organization Members 


Donald M. Doughty won the cash prize of 
$100 offered by Charles M. Holland, president 
of the Independence companies, to the most 
deserving student of the Insurance Institute of 
America. At a luncheon of the Drug and 
Chemical Club last week, President Edson S. 
Lott presented the prize. Mr. Doughty works 
in the contract department of the Indemnity 
Company of North America. Mr. Doughty is 
a graduate of Wesleyan University and prior 
to that he went to Roslyn High School. . 


Among the students that took the course at 
the Insurance Institute of America there were 
seven that passed with honors, which means 
that they averaged 80 per cent or more in their 
studies. These students are: Nelson Bean of 
Washington, D. C., Rowland C. Cocks of 
Philadelphia, Donald M. Doughty of New York 
city, M. J. Greenough of Manchester, N. H., 
Jennie C.. McCleod of Boston, Bradford 
Smith, Jr., of Philadelphia, and Paul H. 
Yngve, Manchester, N. H. 


Henry W. Gray, manager of the London 
and Lancashire Insurance Company, was elected 
a fellow by the governing committee. Mr. 
Gray is a member of the Insurance Society of 
Greensboro, N. C., and of the Insurance So- 
ciety of Southern California of Los Angeles. 


The following are the new members elected: 


The Automobile Insurance Company, Cale- 
donian Insurance Company, Detroit Fidelity 
and Surety Company, Employers Indemnity 
Corporation, The Equitable Life Assurance So- 
ciety of the United States, Globe and Rutgers 
Fire Insurance Company, Hanover Fire Insur- 
ance Company, Inter-Ocean Reinsurance Com- 
pany, The London and Lancashire Insurance 
Company, Ltd., Metropolitan Life Insurance 
Company, New Jersey Insurance Company, 
Northern, Insurance Company of New York, 
North River Insurance Company, Ohio Farm- 
ers Insurance Company, Pacific Fire Insurance 
Company, Phoenix Insurance Company, South- 
ern Surety Company, Standard Life Insurance 
Company of America, United States Fidelity 
and Guaranty Company, Westchester Fire In- 
surance Company and New York Indemnity 
Company. 

Two new societies were elected members of 
the Institute, these being the Insurance So- 
ciety of Greensboro, N. C., and the Insurance 
Institute of Southern California. 


E. R. Hardy, secretary of the Institute, says 
there about 900 registrations for the 1926-27 
term, which is 300 more than the previous 
year. These students come from 16 centers 
where insurance societies are maintained. Also, 
there are 18 registrations from 5 different States 
and the District of Columbia. 
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IMPROVEMENTS IN THE FIRE INDEX 
Edition for 1927 Will Contain a Valuable 
Additional Ratio 
Constantly endeavoring to improve and add 
to the usefulness of’ the Fire Insurance Policy- 
holders Pocket Index, the publishers will this 
year include an additional ratio in the main 
tables of the publication named, which will as- 
sist users )f this excellent chart in gauging the 

business of the respective companies. 

In the Fire Insurance Policyholders Pocket 
Index for 1927, the main tables will contain 
four ratio columns, with the following head- 
ings : 

Expenses paid to premiums written. 

Losses paid to premiums written. 

Losses incurred to underwriting 
earned. 

Losses incurred to premiums written. 

It will thus be possible for users of the 
chart to gauge the losses in each of the last ten 
years in their different relationships. The 
losses paid will thus be compared by percent- 
ages with the net premiums written, the rela- 
tionship between losses incurred and under- 
writing income earnec will be shown, and the 
proportion of net premiums written require: 
for losses incurred will also be exhibited, in 
addition to the ratio of expenses paid to pre- 
miums written. 

The Fire Insurance Policyholders Pocket In- 
dex, in its main tables, will show this year fig- 
ures for each of the last ten years for the re- 
spective companies included in the tables, the 
amount of cash capital, total assets, reserve 
for reinsurance, and surplus over capital and 
liabilities, yearly; will present items of income 
and disbursements as follows: Net premiums 
written, total income, losses paid, expenses 
paid, and cash dividends paid; and will als» 
show underwriting results under the following 
heads: Underwriting income earned, losses in- 
curred and underwriting expenses incurred. 

Those using this valuable chart will there- 
fore be enabled to ascertain, for each company 
presented in the main tables, its financial condi- 
tion at the end of each of the last ten years, 
and also the results of its yearly transactions 
upon both the premiums written and losses and 
expenses paid basis, and upon the underwriting 
income earned and losses and expenses incurred 
basis. 

This is a very comprehensive exhibit, and 
has proved exceptionally serviceable to com- 
pany officers and managers, general, special 
and local agents, property owners and bankers. 
Many insurance companies, agencies and 
brokers find it helpful to their business to sup-- 
ply copies of this useful chart to business 
houses and banks with whom they have deal- 
ings or desire to do business. The Fire Insur- 
ance Policyholders Pocket Index is the earliest 
chart issued yearly and includes much interest- 
ing information in addition to the statistics 
shown in the main tables. The prices of this 
pocket chart are as follows: Single copy, 75 
cents; 25 copies, $10; 50 copies, $18; 100 copies, 
$30; 500 copies, $125; 1000 copies, $190. 
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New York Pond Dinner March 21 
At a meeting of the entertainment commit- 
tee of the New York Pond of the Ancient and 





Honorable Order of the Blue Goose it was de- 
cided to hold a dinner in New York at the 
Drug and Chemical Club, on Monday evening 
March 21, at 6 o'clock. A meeting will be held 
in Philadelphia in April and a beefsteak dinner 
will be held in Newark in May. 


Wirt Leake Completes Tour of Blue Goose 
Ponds 


The recent trip of Most Loyal Grand Gander 
Wirt Leake, of the Ancient and Honorable 
Order of the Blue Goose, accompanied by Mrs. 
Leake, during which he visited the Ponds at 
Los Angeles, San Francisco, Portland, Seattle 
and Vancouver, was marred by an attack of 
bronchial pneumonia which was first noticed at 
Portland where it confined him to his room for 
a day, then again at Seattle and Vancouver. 

On his return trip he was delayed several 
days in Oregon on account of snow slides and 
washouts, but has returned to Dallas feeling 
much relieved and full of appreciation for the 
splendid hospitality meted out to him on every 
hand during the long flight. 

Live Stock Insurance May Be Placed in 
Outside Companies in Massachusetts 
Boston, Mass., February 28.—It has always 

been a difficult thing to place live stock insur- 
ance in the authorized companies in Massachu- 
setts. There are very few companies that 
write it and those so authorized do not appear 
to want it. An amendment to the law this year 
has therefore been secured whereby special 
brokers whose license gives them the right to 
place fire, steam boiler and sprinkler leakage in- 
surance in outside companies may have the 
same right in respect to coverage on domestic 
animals. 


Change in Wisconsin Field 


The National Liberty Group has decided to 
make a change in its Wisconsin field. 

State Agent Fred W. Weineck will continue 
to supervise the State of Wisconsin for the 
National Liberty, while Special Agent Edwin 
L. Sternberg, who has been Mr. Weineck’s as- 
sistant for over a year, has been appointed 
State agent for the Baltimore American in Wis- 
consin, and for the Baltimore American and 
the Peoples National in Illinois. 

Mr. Sternberg will for the present continue 
his headquarters in Milwaukee. 


Texas Agency Corporation Bill Defeated 

Austin, Tex., February 25.—Universal dis- 
approval of the bill introduced in the legisla- 
ture which sought to permit corporations to be 
formed for the purpose of operating insurance 
agencies in Texas, led to the prompt defeat of 
the measure when it was considered by house 
committee on municipal and private corpora- 
tions. The bill had been introduced by Repre- 
sentative J. C. Rawlings of Dallas. 

Immediately after the submission of the bill 
in the house telegrams and letters began to 
pour in to members of the legislature from in- 
surance agents all over the State protesting 
against the enactment of such a law on the 
ground that it would demoralize the insurance 
business in the State. 





16 


PUBLIC RELATIONS AND INSURANCE 
Harry Chase Brearley Gives Address Be. 
fore Fire Insurance Club of Cleveland 

In an address before the Fire Insurance Club 
of Cleveland, last week, Harry Chase Brear- 
ley, president of the Brearley Service Organ- 
iaztion, of New York, and former head of the 
Department of Public Relations of the Na- 
tional Board of Fire Underwriters, discussed 
public relations and educational propaganda 
from the insurance standpoint. 

In introducing the subject, Mr. Brearley said 
that modern business must be developed from 
the viewpoint that it is imbued with a public 
interest and this is particularly true in the in- 
surance business. While the problem is not so 
pressing in the life insurance business, Mr. 
Brearley pointed out that, “in fire and casualty 
insurance, the subject of public relations looms 
ever bigger and bigger. After years of discus- 
sion, the companies show signs of becoming 
genuinely aroused, and some leading executives 
express the opinion that it constitutes the great- 
est problem of insurance; greater than rate- 
making or finance or underwriting, or even 
sales.” 

After pointing out the importance of the 
agency system in any scheme for developing 
public relations, Mr. Brearley went on to say 
that, “the public comes into contact with in- 
surance chiefly through the agency, at which 
point a pound of practice is worth a ton of 
preachment. * * * Members of the public, 
coming first in contact with the institution of 
insurance through its agency system, will re- 
ceive impressions from their actual treatment 
which may prove much more lasting, either for 
good or ill, than any statements in speeches or 
articles.” 

In outlining the part which the companies 
themselves must play in any scheme for the 
development of public relations, Mr. Brearley 
advocated unqualifiedly a national newspaper 
advertising campaign to be used expressly for 
the purpose of educating the public in the busi- 
ness of insurance. The need for such an educa- 
tional campaign, Mr. Brearley pointed out, is 
clearly evidenced by the record of our State 
legislative bodies, in which for many years 
there have been argued measures consistently 
inimical to the insurance business. In summing 
up this condition he said, “The situation de- 
scribed is directly due to the failure of insur- 
ance companies for several generations to get 
the facts before the public. It can be corrected 
only through the right kind of educational prop- 
aganda. To this end, systematic newspaper ad- 
vertising offers the best approach.” 

Much the same ideas were expressed by Mr. 
Brearley in a recent article entitled “How to 
Double the Sale of Insurance,” which appeared 
in Editor and Publisher, and which has since 
been reprinted in pamphlet form, a copy of the 
latter having been received by THE SPECTATOR. 


August Rebhan Dead 
August Rebhan, prominent local agent of 
Milwaukee, died on Saturday last, following an 
illness of several months. He was president 
of the Milwaukee Board of Fire Underwriters 
for several terms and was a director at the 
time of his death. 









and | 
recor 
pany 
Mari 
Mas: 
com 
form 
prop 
tion 

entir 
and 

is ur 
gan 

tions 


, 


A 
Kan 
Com 
Insu 
Cast 
3ura: 
der 
asset 
coml 
059,¢ 
was 
in 1 
gooc 
mob 
plus 
Aut 
458, 
(inc 
Fire 
its s 
clud 
serv: 
etc., 
310. 
Com 
with 
fore 
com} 
shov 


W 
the 
Unit 
of } 
Com 
fore 
faile 
28 d 


pany 
1926 
of 2 
profi 
net | 









surance 








RANCE 
SS Be. 
tand 

ce Club 
Brear- 
Organ- 
of the 
1€ Na- 
scussed 
aganda 


ey said 
1 from 
public 
the in- 
not so 
s, Mr. 
asualty 
looms 
discus- 
-oming 
Sutives 
great- 
rate- 

even 


f the 
loping 
O say 
h in- 
which 
on of 
ublic, 
on of 
il re- 
tment 
r for 
es or 


anies 
> the 
arley 
Yaper 
- for 
busi- 
[uca- 
t, is 
state 
ears 
ntly 
ning 
de- 
sur- 
get 
cted 
rop- 
ad- 


Mr. 
Wo 
red 
nce 
the 











March 3, 1927 


THE Sree TA TO. 


Fire Insurance 








STOCK DEAL PROPOSED 
Springfield Fire and Marine May Purchase 
Entire Capital Stock of Michigan 
Fire and Marine 


The board of directors of the Michigan Fire 
and Marine Insurance Company of Detroit have 
recommended that the stockholders of the com- 
pany sell their stock to the Springfield Fire and 
Marine Insurance Company of Springfield, 
Mass., in conforntity with an offer by the latter 
company to buy the entire capital stock of the 
former concern at $195 per share. Under the 
proposed agreement, the Springfield organiza- 
tion will not accept less than 67 per cent of the 
entire stock, deliverable on or before July 1 
and subject to an audit that will be made. It 
is understood that the directorate of the Michi- 
gan Fire and Marine have already issued op- 
tions covering its individual holdings. 


The Western Affiliated Companies 

A group of companies located at Fort Scott, 
Kan., and known as the Western Affiliated 
Companies, consists of the Western Automobile 
Insur nce. Company, the Western Automobile 
Casualty Company and the Western Fire In- 
surance Company. These companies are all un- 
der the same management, and their combined 
assets January I, 1927, were $2,635,400, their 
combined surplus to policyholders was then $1,- 
039,040 and their combined cash income in 1926 
was $1,733,186. The companies are operating 
in 18 States, wherein they are represented by a 
good-sized agency staff. The Western Auto- 
mobile shows assets of $1,307,971, with a sur- 
plus to policyholders of $304,914; the Western 
Automobile Casualty reports assets of $697,- 
458, its surplus to policyholders being $304,126 
(including $250,000 capital), and the Western 
Fire’s statement shows resources of $629,980, 
its surplus to policyholders being $450,000 (in- 
cluding $300,000 capital), after providing re- 
serves for unearned premiums, losses, taxes, 
etc., and a reserve for contingencies of $167,- 
319. In the Western Automobile Casualty 
Company, all losses above $5000 are reinsured 
with other American companies. From the 
foregoing it will be seen that this group of 
companies makes a very satisfactory financial 
showing. 


Supreme Court Denies Rehearing in 
Illinois Case 

Wasuincton, D. C., March 1.—Efforts of 
the State of Illinois to secure a review by the 
United States Supreme Court of its decision 
of November 23 in the Hanover Fire Insurance 
Company case, in which the Illinois law taxing 
foreign fire companies was held unconstitutional, 
failed when the Supreme Court on February 


28 denied the State’s motion for a rehearing. 


—The Tatsuuma Marine and Fire Insurance Com- 
pany of Nishinomiya, Japan, reports, as of October 3i, 
1926, assets of 4,129,586 yen, an authorized capital 
of 2,000,000 yen (1,500,000 yen uncalled), and a 
profit and loss account balance of 122,828 yen. Its 
net premiums during the year exceeded 2,450,000 yen. 





NORTHWESTERN MEETING 





Robert P. Barbour Sounds Keynote in 
Chicago Sessions 





DEPLORES STATE REGULATION 


Proposal to Turn Library Over to Chicago 
Board Presented—Other Reports Read 
Cuicaco, Itt., March 1.—Delivering the key- 

note address of the 55th annual convention of 
the Northwest Fire Underwriters Association 
here today, R. P. Barbour, United States man- 
ager of the Northern Assurance Company, Ltd., 
denounced what he termed the “Hysteria of 
State interference and regulation to which the 
fire insurance business has been subjected dur- 
ing the last two decades.” Mr. Barbour 
pointed out to an overflow meeting of the con- 
vention that a remedy to this condition is a 
“Better public understanding of the insurance 
business.” He urged delegates to strive to bring 
about this condition by mingling more with 
business men in order to counteract the “State 
hysteria.” “Under the stress of every emer- 
gency fire insurance is the sound indemnity 
which is the bulwark of credit and safety by 
which commercial confidence is fortressed 
against loss from casualties largely beyond the 
control of man,” he declared. 

The only important business matter to come 
up on the first day of the two-day meeting was 
the report of Carl G. Whipple, Chicago, head of 
the library committee. He recommended that 
the large and comprehensive insurance library 
of the association be transferred into the cus- 
tody and care of the Chicago Board of Under- 
writers in order that it might adequately keep 
pace with the expansion of insurance literature. 

Melven Le Pitre, treasurer, Chicago, in his 

annual report made known that the cost of op- 
erating the association for the year had re- 
sulted in a slight loss. 
Ww. R. Townley of the scholarship committee 
reported that the association was at present sup- 
porting the full quota of 150 undergraduates 
studying insurance. One hundred of these were 
enrolled for a four-year course in fire preven- 
tion engineering at Armour Institute of Tech- 
nology and 50 were enrolled for a two-year 
course in fire insurance at Northwestern Univer- 
sity. These students, he said, were provided 
with positions while they studied and their tui- 
tion was paid for them. 


Wovutp CONTINUE SPRING MEETINGS 

Frank L. Britton, Topeka, Kan., president and 
State agent, North British and Mercantile In- 
surance Company, recommended the continu- 
ances of these spring conventions. He claimed 
more people could attend them than meetings 
at other periods because of the seasonal slug- 
gishness of business and that the annual con- 
vention had become a practical school of in- 
struction in new technique rather than the tra- 
ditional “inspirational” get together. 

The afternoon session was taken up by E. S. 
Freeman, Omaha, State agent, Agricultural In- 
surance Company, Nebraska, with a talk on 


oh 


JOINS NATIONAL LIBERTY 
Arthur D. Pollock Becomes Manager of 
Uptown Metropolitan Branch 
Arthur D. Pollock, recently a member. of 
Darby-Pollock Corporation, has been appointed 
manager of the uptown branch of the National 
Liberty Insurance Company, succeeding Don 
Stehle, Jr., who has been transferred to the 
company’s Brooklyn branch as manager. H. A. 
Moodie, the present manager of the Brooklyn 
branch, has been assigned as special agent in 
charge of Westchester, Rockland and Putnam 
counties of the Suburban division, succeeding 

F. W. Stine, resigned. 

Mr. Pollock needs no introduction to the in- 
surance fraternity of the Metropolitan district 
as his entire career of over twenty-five years 
has been spent among them. His new connec- 
tion enables him to give complete service to his 
many friends as the uptown branch of the Na- 
tional Liberty is authorized to write business 
anywhere in New York Fire Insurance Ex- 
change territory. In addition to fire and auto- 
mobile business, facilities are maintained for 
handling other allied lines. 


Louis D. Miller Transferred to Richmond 

RicHMoND, VaA., Feb. 26—Louis D. Miller 
has been transferred to Richmond from Atlanta 
by A. H. Turner & Co., and will supervise the 
companies represented in the Turner office in 
Virginia. He succeeds Edward Hunt, who was 
transferred from Virginia to Atlanta several 
months ago. 








“Education and the Agent,” and by C. S. S. 
Miller, New York, publicity director, North 
British and Mercantile Insurance Company, 
who spoke on “Insurance Brains and Waste.” 

The only non-insurance man to talk will be 
Frank L. Mulholland, Toledo, past president, 
International Rotary Club. He will speak on 
business ethics. Unfinished business, new busi- 
ness, committee reports and election of officers 
will wind up the convention after C. A. Rich, 
general manager, Underwriters Adjusting Com- 
pany, explains about price losses. 





In the Heart of the 


INSURANCE DISTRICT 


We Have Splendid 


INSURANCE SPACE 


GROUND FLOORS 
UPPER FLOORS 
Units from 
200 to 50,000 sq. ft. 
AT ATTRACTIVE PRICES 
Inquire of 


BROADWAY-JOHN STREET 
CORPORATION 


Specialists in Downtown Business Properties 
206 BROADWAY, N. Y. C. 


Ask for Mr. McSorley, or your own broker 
Tel.: Cortlandt 2414-5005 
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Independence Bonds Preferred’ 


The Bonding premiums of Independence Indemnity show 
an increase of 70% in January, 1927, over January, 1926. 


There is still an opportunity for a few high-class agents 
to secure the representation of the “Independence” 
Bonding Department. 


The INDEPENDENCE COMPANIES 


Home Offices —PHILADELPHIA 
CHARLES H. HOLLAND, President 


Casualty Insurance * Surety Bonds 
Fire Insurance 





~@[ These Companies Maintain Human Relations with their Agents, Brokers and Policyholders ja 
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BAIL BONDS 


The Spectator’s 





Campaign Bearing 
Fruit 





NEW YORK SUPERINTENDENT 
INVESTIGATING 





Fingerprinting of Special License Appli- 
cants Carried Out—Companies and 
Agents Will Benefit 
The campaign which THe Specrator has 
consistently and persistently waged for several 
years in an effort to do away with existing 
evils in the writing of criminal bail bonds is 
bearing fruit. The movement was undertaken, 
and has been constantly supported, in order 
that corporate surety companies and their legit- 
imate agents might not be compelled to com- 
pete with law violators in their work; and in 
order that corporate surety companies and their 
agents would benefit by an additional volume 
of business. A great number of such bail 
bonds is now being written by personal sureties 
in violation of the New York State Criminal 
Code. Some of these personal sureties, who 
make a business of lawbreaking along this line, 
first obtain licenses as insurance brokers for 
the writing of bail bonds and then go ahead 
and write such bonds as personal sureties and 

not within the provisions of their licenses. 

James A. Beha, Superintendent of Insurance 
for New York, is acting decisively on behalf 
of the people of the State and within his juris- 
diction, by a series of investigations into the 
character of bail bond licensed brokers which 
will undoubtedly terminate in revocations of 
license in more than one instance. The revoca- 
tion of such license will leave the individual 
without the right to act as insurance broker for 
bail bonds. It would’ not, however, prevent 
him from acting as a personal surety, this phase 
of the problem being outside the jurisdiction of 
the New York department, apparently, and 
within that of those charged with enforcement 
of the Criminal Code. 

To discover and punish the violators of the 
Criminal Code who are writing two or more 
bail bonds a month as personal sureties, THE 
SrecraToR has suggested the remedy that the 
various courts interchange the names of all 
those who have written personal bail bonds 
within the given week or month period and 
that this be done continuously and the names 
be placed before judges and magistrates. A 
glance at the lists would show who had written 
two or more bail bonds in the month in viola- 
tion of the law. Judges and magistrates could 
then refuse to accept the violators as bonds- 
men, their punishment would be easy and the 
Present difficulties could be removed. If any- 
one wished to write more than two bonds in 
a month as personal surety, he would have to 
secure a special license for the purpose; and 
the New York superintendent has already ruled 
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that applicants for such license would not re- 
ceive it until they had met the capital require- 
ments of the New York insurance law. 

This procedure would put the majority of 
professional personal sureties out of the busi- 
ness; would make forfeiture moneys available 
to the State in nearly all cases; and would 
give the legitimate corporate surety companies 
and their agents the business that is now 
diverted from them through illegal channels. 
The New York insurance department, in com- 
pliance with its decision to rigidly inquire into 
the character of holders of licenses as bail 
bond brokers, has begun the fingerprinting of 
applicants in the determination to learn 
whether the applicant in any case has a crim- 
inal record of convictions or indictments or 
arrests. Action directed at the personal sureties 
is not far distant and the corporate surety com- 
panies and their proper agents can look for- 
ward to the time when the business will not be 
handled largely by lawbreakers who are in no 
sense acting as insurance men. 


GEORGIA CASUALTY CAPITAL 
INCREASE 
May Issue $250,000 New Stock at Twice 
Par 

Stockholders of the Georgia Casualty Com- 
pany, Atlanta, will meet on March 4 to con- 
sider a proposal of the board of directors that 
the capital of the organization be increased 
from $500,000 to $750,000 by the issue vf 12,- 
500 shares of new stock at $40 per share. 

At the same time, the charter of the company 
will be extended to enable it to write fidelity 
and surety bonds. The sale of stock at $40 is 
at twice the par of $20 and if the stockholders 
approve the recommendation of directors, the 
surplus of the Georgia Casualty will be in- 
creased by $250,000 in addition to the capital 
increase. 


New York Taxi Men Protest Higher 
Liability Limits 

A mass meeting of about 4000 independent 
hackmen was held in the Central Opera House, 
New York city, this week to protest against 
the passage of the Kennedy bill which would 
materially increase liability insurance carried 
by taxicabs. A committee was appointed to go 
to the legislators with arguments against the 
bill, the taxi men alleging that it is unfairly 
discriminatory against taxis, as compared with 
other automobiles. 


Annual Dance of Independence Indemnity’s 
New York Staff 

The New York branch office staff of the 
Independence Indemnity Company, Philadelphia, 
held its annual dance at the Hotel McAlpin in 
New York city on Monday night of this week. 
It was attended by agents reporting through 
the branch and was one of the most successful 
affairs of its kind. 
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JOSEPH R. WILSON DEAD 


War President’s Brother Succumbs 
at Age 59 








WAS INSURANCE EXECUTIVE AND 
AUTHOR 


{ 





Had Been Manager of Development Divi- 
sien of Maryland Casualty Since 1921 
Joseph R. Wilson, manager of the develop- 

ment division of the Maryland Casualty Com- 

pany, Baltimore, and only brother of the late 

President Woodrow Wilson, died at his home 

in that city last Saturday at the age of 509. 

Death was due to nephritis, from which he had 

suffered acutely for more than a fortnight. 

Mr. Wilson is survived by his widow and by 

one daughter, Mrs. I. Stuart McElroy, wife 

of Rev. I. Stuart McElroy, Jr., of Nashville, 

Tenn. Interment was at Clarksville, Tenn. 

‘ Mr. Wilson was born at Augusta, Ga., the 

son of the late Rev. Joseph R. Wilson, and 

was graduated from the Southwestern Presby- 
terian University at Clarksville. He married 

Miss Kate Wilson, daughter of a Clarksville 

lumberman, to whom he was unrelated, in 1892. 
Following his graduation from the Univer- 

sity, he edited a weekly newspaper in Clarks- 
ville for some time and then, in 1904, became 
assistant to the editor of the Nashville Daily 
News. Later he was city editor of The Nash- 
ville Banner. In 1913 he joined the United 
States Fidelity and Guaranty Company as head 
of its business development department and, in 
1921, became connected with the Maryland 
Casualty as manager of the development divi- 
sion; a post that he held up to the time of his 
death. With the Maryland Casualty, Mr. Wil- 
son did research work, conducted a school for 
the training of agents and home-office em- 
ployees and actively co-operated with the agents 
in the business production field. 

Mr. Wilson was a frequent and effective 
speaker at insurance gatherings and was an in- 
surance writer of note, having often contributed 
to the columns of Tue Spectator. He was the 
author of a book, entitled “Surety and Casu- 
alty Salesmanship,” which was published by 
The Spectator Company and has gained a wide 
sale, and which remains as a standard textbook 
for agents and beginners in those lines of in- 
demnity. 

At no time, except in 1913, when he was a 
candidate for appointment as secretary of the 
United States Senate, did Mr. Wilson become 
an aspirant for political office. Shortly after 
President Woodrow Wilson was elected for the 
first time, it was agreed between the brothers 
that Joseph R. Wilson would not attempt to 
enter the political field and the latter kept this 
promise. He consistently avoided any appear- 
ance of ambitious interest in national or State 
politics and was rarely heard to refer to his 
distinguished brother’s part therein. 
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THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - - $5,000,905.77 
Capital - - - - 750,000.00 
Surplus - - - -  1,186,456.08 
Voluntary Catastrophe Reserve 500,000.00 
Reserves - - - - 2,564,449.00 


RE-INSURANCE ONLY 


Speoializing in Workmen's Compensation, Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 


Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 



































Cash Capital, $750,000.00 


¢ ae 
CASUALTY AND SURETY COMPANY 
MILWAUKEE, WISCONSIN 


ae 
Home Office — Brumder Building 
MILWAUKEE, WISCONSIN 


Executive Offices 
Union Indemnity Bldg. 
New Orleans 


FIDELITY AND SURETY BONDS 


ACCIDENT, HEALTH, BURGLARY, AUTOMOBILE 
LIABILITY, PLATE GLASS AND WORKMEN’S 
COMPENSATION INSURANCE 


Eastern Department 
100 Maiden Lane 
New York 




























Provident Mutual 


Life Insurance Company of Philadelphia 
Founded 1865 * 





Pennsylvania 


The Provident has worked out a prac- 
tical plan by which the Home Office, 
through an Educational Supervisor, 
is assisting in the development of new 
agents. 





















BANKERS INDEMNITY INSURANCE COMPANY 











A SOUND UNDERWRITING POLICY 
on Automobile and other Public Liability 


The NEW minimum basic limits we have 
inaugurated are 


$7,500 |$15,000 


for personal injury and 
$1,500 


property damage 
AT NO ADDITIONAL PREMIUM CHARGE 


over what is ordinarily charged for limits 
of $5,000,$10,000 and $1,000 respectively. 


We offer this to our agents as a very VALUABLE selling point 
when soliciting Automobile and other Public Liability. This 


one point alone should very materially increase Agents’ busi- 

|= a 
We are a new company, and are not bound by antiquated 

customs. We realize the necessity for close cooperation 

and fair dealing with agents and are prepared to render 

all possible assistance. 

We are interested in establishing agents in the following states— 











Connecticut Indiana Minnesota 
Delaware Maryland New Jersey 
Dist. of Columbia Michigan Ohio 
Illinois Rhode Island Pennsylvania 
We write 
AUTOMOBILE 


Personal Injury Liability; Property Damage Lia- 
bility; Collision (deductible); Plate Glass Breakage; 
Personal Accident. 


OTHER LIABILITY 


Manufacturers’ and Contractors’ Public Liability; 
Owners’, Landlord's or Tenant's Liability; Theatre 
Public Liability; Teams Public Liability; Contingent 
| Public Liability; Sports and Golfers Liability. 


WORKMEN’S COMPENSATION 
PLATE GLASS INSURANCE 


Capital, $500,000 
Surplus to Policyholders Over $1,200,000 


BANKERS INDEMNITY INS. CO. 

















Head Office oe 
24-30 Philadelphia 
Commerce St. Chicago 
Pittsburgh 
NEWARK, étuiines 
| N. J. Hartford 











FREDERICK E. WILKENS, Vice Pres. & Gen. Manager 
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Why Not an Association of Casualty 
and Surety Executives’ 


Anent Mr. Michelbacher’s “Why?” with re- 
spect to the new-born Association of Casualty 
and Surety Executives, I’d say “Why not?” 
The new organization can do no harm. It 
may do much good—if only in a friendship 
way. The real weakness of all of our similar 
organizations is that they are founded on the 
fallacy that a printed set of rules, regulations 
and by-laws is conclusive. It is no more con- 
.clusive than a skeleton in a doctor’s office is 
significant of life. 


Poxitics A Factor 

So far as I am able to determine, the volun- 
teer or semi-professional insurance organiza- 
tions in America originated not because of a 
common impulse, but because the matter of 
rates, customs’ policy forms and practices had 
to be tremblingly explained to legislatures and 
Insurance Commissioners and superintendents. 
My own experience teaches me that legislatures 
and insurance supervisors are seldom compe- 
tent to understand explanations of technical 
subjects or intensive lines of coverage. As a 
matter of bald fact, the average legislator 
simply wants opportunity to apologize and ex- 
plain to his voters, the while hoping for re- 
election. Insurance is always “easy meat” for 
a governor or a legislature, when a source for 
attack is sought. The governors and legisla- 
tures know nothing of the technical side of 
insurance, but they somehow compel their con- 
stituents to think that they do. 


DiIFFERENCES WiLL CONTINUE 

If, as Mr. Michelbacher suggests, we need a 
“union” of insurance bureaus, I fail to see how 
the differentiations could be abandoned. Most 
certainly plate glass isn’t steam boiler and 
surety i§n’t workmen’s compensation. Merely 
calling it “one organization” would not aban- 
don the segregated parts, which must ever 
remain segregated by reason of basic technical 
differences, in actual practice though not in 
the basic laws which are the same for any line 
of coverage and all lines of business. 

I have in mind one “union” in a major line 
of coverage which has at its head a gentleman 
of fine, scheming propensities. He has, for his 
own obvious selfish reasons, “choked” that or- 
ganization until I marvel that it functions at 
all. His public relations’ ideas are those of a 
schoolboy. He hasn’t a man in his organiza- 
tion—and he sees to it that none can surpass 
him—who can go before a_ legislature—and 
that is the one place where insurance must go; 
yet we fail to perceive it, or admit it, and try 
to create a favorable impression through per- 
sonality or through a statement of fact. 

The main endeavor of our self-organized— 
through panic—insurance bureaus and so forth, 
is to “keep down expenses.” 

Mr. Michelbacher doesn’t say so, but I say 
so. I also say this: That keeping down the 


cost has been fatal in our various bureaus and 
societies and what-not. 


We expect to obtain 


By “A Man Who SHovutp Know” 


the services of a $50,000 a year man for $6000 
and moan at the spending of the $6000. No 
man of intelligence or red blood remains long 
with any bureau. The very “lack of guts” of 
his employers forces him to go out and earn 
a living where a man can be a man. 


PrerHAPS A BUSINESS CZAR? 

If the newly-formed Association of Casualty 
and Surety Executives would select the most 
engaging personality of all the home offices 
and make him the chief factor for the new or- 





The accompanying article was written 
by one of the most prominent officials 
and executives in ihe insurance business 
whose name, for obvious reasons, is with- 
held. The views therein expressed are 
an expression of opinion formed on read- 
ing the article appearing exclusively in 
Tue Spectator of February 17, entitled 
“Why An Association of Casualty and 
Surety Executives?” of which G. F. 
Michelbacher, vice-president of the Great 
American Indemnity Company, New 
York, was the aushor. THE SPECTATOR 
does not stand responsible for statements 
made or views given in correspondence 
from its readers, but it is anxious that 
every angle of any insurance problem 
should have the fullest publicity—Eb1- 
Tor’s NOTE. 











ganization at $50,000 a year, it would very 
naturally be as successful as the home office 
which the particular gentleman represents. They 
will do nothing of the sort. Such a move might 
entail a blast from New York’s or Hawaii’s 
legislature—if Hawaii has one—‘‘Monopoly! 
Lobbyists! Thieves, bums, cheats!” My, my, 
how our brave insurance folk scatter for home 
when some one yells a naughty name! Terrible, 
isn’t it? 

“Buck passing,” which Mr. Michelbacher re- 
fers to, isn’t the ailment alone of various in- 
surance organizations. It is a common ail- 
ment of the world. “Buck passing” as I’ve 
seen it in the National Board of Fire Under- 
writers and other organizations of the same 
ilk, is really the result of expecting busy home- 
office men to devote months of work to the 
vast and real problems which they are asked 
to consider and decide upon in a session lasting 
two hours occasionally. They haven’t the 
time. Why not hire competent solicitors? 


Two VIEWPOINTS 
The difference between my viewpoint and 
that of Mr. Michelbacher is that he thinks a 
mere paper organization, a confluence, a weld- 
ing into one “union,” of all casualty and surety 
bodies would “solve” something and produce 
a constructive amalgamated result. I differ with 


aI 


him to the extent that such a “union” would 
simply be the usual creation on paper which 
would function half-heartedly under men draw- 
ing $6000 a year in jobs when they should com- 
mand a salary four or five times as much. It 
would be a “union” as remote from dealing 
practically with insurance departments and 
legislatures as the various existing organiza- 
tions are remote from dealing practically with 
those two major opponents—yes, opponents !— 
of the insurance business in general. Person- 
ality is far less paid for in the insurance busi- 
ness than it is in a plumbers’ union. As a mat- 
ter of fact, it is not paid for at all; and no in- 
surance bureau, or the like, amounts to a snap 
of the fingers unless it has a he-male as the 
captain. You cannot retain competent, aggres- 
sive, constructive and courageous—emphasize 
“courageous”—men in any capacity unless you 
pay them well. “Keeping down the cost’ is 
the wreckage of all real courage in the insur- 
ance business. That, plus some insurance men’s 
complete inability and entire disinclination to 
think or to evince courage. 

The new-born organization is comprised of 
many delightful fellows. At least they will 
meet at dinner or golf, tell yarns, talk tech- 
nical stuff, and learn to say “Hello, Bill,” in- 
stead of “Mister.” That of itself is accom- 
plishment. They may not upset the universe, 
but who wants them to? 


Would Except Accident Policies from One 
Year Contestable Feature in Utah 

Sat Lake, City, Utau, March 1.—A bill is 
before the Utah Legislature which would elim- 
inate personal accident policies from the pro- 
vision in the law which permits the contest- 
ability of a life insurance policy of any kind up 
to one year. 

Another bill is before the Utah Legislature 
which would give the State Insurance Commis- 
sioner more definite discretionary powers in re- 
gard to the issue of the agent’s license. 


General Reinsurance Moves Offices 

The General Reinsurance Corporation, New 
York, has moved its general offices in that city 
to 80 John street, where it now occupies the 
18 and 19 floors of the Insurance Centre build- 
ing. The increased space thus made available 
to the corporation will permit of more efficient 
service to clients and greater celerity in the 
transaction of home-office routine. The rew 
telephone number is Beekman 7900. 


New York Casualty and Surety Club 
Dinner 

The Casualty and Surety Club of New York 
held an informal dinner at the Drug and Chem- 
ical Club in that city last night. Slated speak- 
ers at the gathering were Police Commissioner 
George V. McLaughlin of New York and 
James Victor Barry, fourth vice-president of 
the Metropolitan Life Insurance Company. 
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F. R. STODDARD CHOSEN 


Been Made Arbitrator Under 
New York Acquisition Rules 





Has 





POST IS IMPORTANT 





Former Superintendent Will Select City 
Fidelity and Surety Agents 

Col. Francis R. Stoddard, former Superin- 
tendent of Insurance for New York, has been 
elected arbitrator to choose New York city 
agents under the fidelity and surety acquisition 
cost rules. The appointment was confirmed on 
Monday of this week by the New York city 
agency committee of the Conference on 
Acquisition and Field Supervision Cost of 
Fidelity and Surety Business. The names of 
six candidates for the post had been before 
the committee, at least one of which was that 
of another former Insurance Commissioner. 

The Conference regulations, as applied to 
fidelity and surety operations in the New York 
metropolitan district, provide that the number 
of city agents who shall be entitled to the 
top commission of 30 per cent, exclusive of 
bankers, brokers and mercantile blanket bonds, 
shall not exceed the number of companies con- 
nected with the Conference and operating in 
that territory. The 30 per cent top commis- 
sion referred to applies on general fidelity and 
surety business other than the exceptions men- 
tioned. It is understood that there are about 
35 agents to be selected by Col. Stoddard. 

The post to which Col. Stoddard has been 
elected is not an easy one as there will be many 
more applicants for the city agencies than 
there are agencies under the Conference rules 
and the problm of selection is difficult. Col. 
Stoddard is eminently fitted to cope with the 
situation, though, as he was Superintendent of 
Insurance for New York when the question of 
acquisition costs was first agitated and is per- 
fectly familiar with the points involved. In 
addition, Col. Stoddard is a lawyer of recog- 
* nized ability and experience and both during his 
incumbency as superintendent and afterward 
has been identified with many important insur- 
ance matters. 


Ocean Accident and Guarantee Makes Fine 
Progress 

During the past year the United States 
branch of the Ocean Accident and Guarantee 
Corporation, of which Charles H. Neely, of 
New York, is manager and attorney, made 
handsome advances, having increased its pre- 
mium income nearly $800,000, to the sum of 
$16,365,172, and its assets having increased over 
$540,000, to the sum of $21,702,364, of which 
$4,342,570 is surplus to policyholders. Among 
its liabilities the company carries a voluntary 
reserve for contingencies of $1,000,000. The 
company does business in all the States except 
Nevada, and has an excellent agency plant, 
writing almost all classes of fidelity, surety and 
casualty business: Its automobile premiums 


covering various risks last year amounted to 
nearly $5,000,000; its workmen’s compensation 
premiums exceeded $5,400,000, and its premiums 
on liability other: than automobile insurance 








ERNEST W. BROWN, Sec’y-Treas. 





DISTRICT MANAGERS WANTED 


OPEN TERRITORY IN 34 STATES 
LIBERAL COMMISSIONS 
MODERN POLICY FORMS 


UNEQUALLED CLAIMS PAYING RECORD 


(63% of Total Premium Income Paid to Policykolders in Claims) 


Special Policy Forms for Business Women 
Unusual Home Office Cooperation 
Oldest Organization of Its Kind in America 
Nineteen Years Under Same Management 
WRITE TO 
ROBERT A. BROWN 


GENERAL FIELD MANAGER 


INTERSTATE BUSINESS MEN’S ACCIDENT ASSN. 


DES MOINES, IOWA 








were about $2,660,000. For a number of years 
past, the company has regularly increased its 
yearly premium income and has likewise grown 
in financial strength. Under the capable man- 
agement of Mr. Neely, the American branch of 
the Ocean Accident and Guarantee occupies a 
prominent place among the casualty companies 
doing business in this country and enjoys a 
high reputation. 


Georgia Casualty Presents Strong State- 
ment 

The statement of the Georgia Casualty Com- 
pany, of Atlanta, Ga., as of December 31, 1926, 
shows admitted assets aggregating $2,806,904, 
with a capital of $500,000 and a net surplus of 
$226,187, giving it a surplus to policyholders 
of $726,187. Among the principal items of as- 
sets are first mortgage loans, $805,843; bonds 
valued at $850,450; cash, $171,295, and ‘ pre- 
miums in course of collection, $896,237. The 
principal liabilities are the premium reserve of 
$1,230,296; a liability and workmen’s compen- 
sation loss of $634,905, and various lesser items. 
During the past year the company has taken 
positive action to reduce its business in what 
it deems to be unprofitable lines, and has elimi- 
nated considerable workmen’s compensation 
business, particularly where the catastrophe 
hazard is largely present. It has also pro- 
hibited automobile lines in certain unprofitable 
territory. In other lines, the company has 
made satisfactory progress and, as above shown, 
it is in sound financial condition. The officers 
of this enterprising company are: President, 
W. E. Small; vice-presidents, Will Gunn, J. 
C. McAfee, T. B. McRitchie, E. P. Amerine 
and Eugene R. Black; secretary-treasurer, J. 
C. Morton. The board of directors is com- 
posed of well-known business men of Georgia. 
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Files New Suit 
(Concluded from page 3) 


Conroy of Philadelphia are also named in the 
petition along with Eddy as entering into the 
conspiracy, although only Eddy is named as a 
defendant. 


The suit filed to-day is the culmination of a 
series of court battles over the payment of re- 
insurance growing out of the Pittsburgh bank 
failure in April, 1925. 

The most recent action resulted in a verdict 
for the Southern Surety Company. Judge John 
C. Pollock of the Federal District Court gave 
the local company judgment for a total of 
$315,000 against four of the protesting com- 
panies. In a similar action brought previously, 
the Southern Surety was given a_ verdict 
against the Independence Indemnity for 
$106,000. 

The cases were appealed, and to date the 
high court has not rendered a decision. 

The whole affair dates back to the failure of 
the Carnegie Trust Company. The Southern 
Surety Company had written a depositor bond 
guaranteeing $1,100,000 of funds on deposit by 
Allegheny county, Penna., reinsuring $1,000,000. 





POSITION WANTED 


Executive, 39, with nine years’ experience as 
head of insurance and claims department and 
director of medical department of large New York 
Corporation, desires employment along similar 
lines. Experienced in handling all forms of insur- 
ance and familiar with self-insurance under work- 
men’s Compensation Laws, including adjustment 
of claims; also personnel work; address Box 300, 
care THE SPECTATOR. 
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JAMES A. BEHA REAPPOINTED 
Will Continue as New York Superinten- 
dent—Announcement at Department’s 
Dinner Dance 
James A. Beha, Superintendent of Insurance 
for New York, has been reappointed to that 
post for another term and the reappointment 
has been unanimously confirmed by the State 
Senate. This announcement was made at a 
dinner dance given by the staff of the New 
York State Insurance Department at the Hotel 
Majestic, New York city, on Monday evening 
of this week. Daniel Gordon, deputy superin- 
tendent, acted as toastmaster of the affair, 
which was attended by over two hundred staff 

members and their guests. 

Speakers of the evening were Superintendent 
Beha, former Superintendent Francis R. Stod- 
dard, former Superintendent Jesse S. Phillips, 
who is now president of the Great American 
Indemnity Company, Third Deputy Terence F. 
Cunneen and others. Credit for the arrange- 
ments went to Mrs. Mabel Parrell, managing 
clerk in the New York city office of the de- 
partment. 


Death of Henry C. Willcox 


Henry C. Willcox, first vice-president and 
general counsel of the American Surety Com- 
pany, New York, died at his home in that city 
last Saturday. He was 71 years old. 


Mr. Willcox joined the American Surety as 
an attorney about 36 years ago and has been 
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UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 
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connected with the legal department through- 
out that time. He soon was made a solicitor 
for the company, becoming a vice-president in 
1904. In 1907 he was elected general solicitor 
and then, in 1921, was made a member of the 
board of trustees. He was advanced to the 
dual post of first vice-president and general 
counsel in 1926. One of the best known law- 
yers in the surety business, Mr. Willcox also 
occupied a high place in New York life and 
was a member of the Bankers, Metropolitan 
and Huntington Valley clubs. 


MOVES BOSTON OFFICE 
United States Casualty Reorganizes and 
Enlarges Branch 

The United States Casualty Company, New 
York, has reorganized and enlarged its Boston 
branch office, which is now located at 40 Cen- 
tral street. W. J. Callaghan has been appointed 
manager, having been in charge of the claim 
department in Boston for the past Io years. 

Associated with Manager Callaghan are: 
B. A. Miller, manager of personal accident and 
health and burglary lines, and Harold C. Pack- 
ard, supervisor of compensation, liability and 
plate glass. The Boston general agency of 
Jordan, Lovett & Company continues to repre- 
sent the United States Casualty there but R. 
S. Hoffman & Company are no longer the com- 
payn’s general agents. - 





CASUAL CASUALTY COMMENTS 











E. R. Nuttle, vice-president in charge of 
production for the Fidelity and Deposit Com- 
pany, Baltimore, has been elected a vice-presi- 
dent of the American Bonding Company and 
will also have charge of that organization’s 
production work. The American Bonding is 
the company which was refinanced last year by 
the Fidelity and Deposit and is now actively 
in the field. 


Frank W. Lloyd has resigned as comp- 
troller of the Standard Accident Insurance 
Company of Detroit to enter the banking busi- 
ness, his withdrawal becoming effective as of 
April 1. Mr. Lloyd joined the Standard Acci- 
dent in 1923, having been assistant secretary of 
the Indemnity Insurance Company of North 
America. 


T. E. Braniff, who is head of the T. F. 
Braniff Company of Oklahoma City, is one of 
25 men in that State whose biographies have 
been published in a book by Rex Harlow of 
Oklahoma City, which is entitled “Successful 


‘Oklahomans.” 


Walter T. Fitzgerald has been made man- 
ager of the casualty department with Fred S. 
James & Company at New York city. 


M. R. Hollenberg, Fellow of the Actuarial 
Society of America, and Kenneth B. Piper, 
Associate of the Actuarial Society, have been 
added to the staff of associate actuaries of 
Woodward, Fondiller & Ryan, consulting actu- 
aries of New York. Mr. Hollenberg has been 
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connected with the Guardian Life Insurance 
Company, and Mr. Piper has served with the 
Metropolitan Life Insurance Company. The 
actuarial firm now numbers nine persons who 
are members of one or more actuarial societies 
in the United States. 


EQUITABLE SURETY IN NEW HOME 
Company’s Business Expansion Made 
Larger Space Imperative 
The Equitable Surety Company has moved 
its home-office headquarters from 130 William 
street to the Court Square building at 2 Lafay- 
ette st.cet, New York city. The exceptionally 
successful and rapid expansion of this young 
company’s business brought about the need for 
greater space and led directly to the change in 
location. Details of moving were completed 
late last week and all departments are function- 

ing in the new home. 

The Equitable Surety’s offices occupy about 
4000 square feet of space on the third floor of 
the building and the offices are elaborately 
equipped; a black and grey diamond design on 
the floor giving a specially attractive appear- 
ance. <A separate division has been set aside 
for housing the mortgage bond department and 
the executive offices, reception room, directors’ 
room and personnel sections are carefully laid 
out so that the maximum speed in the daily 
transaction of business can be attained. A 
unique feature of the offices is that they are 
open to the daylight on three sides. 

Officers of the Equitable Surety, which had 
net premiums written in 1926 of $851,732, are: 
Harold R. Cronin, president; Harold Spielberg, 
vice-president and. general manager, Charles 
Eno, vice-pres., and Dora S. Spira, secretary. 


European General Makes Fine Statement 

.A strong financial statement is shown by the 
United States branch of the European General 
Reinsurance Company, Ltd., of London, Eng- 
land, as of December 31, 1926. During the past 
year the company added $1,655,000 to its Ameri- 
can branch assets, which now aggregate $12,- 
218,072, and increased its voluntary contingent 
reserve to the sum of $1,000,000, which is in- 
cluded among liabilities. The surplus above all 
liabilities is $1,500,000. An increase of $345,- 
ooo in the unearned premium reserve gives evi- 
dence of a very satisfactory growth in the 
company’s premium income last year. Among 
the resources of the United States branch are 
government bonds valued at $2,551,680; railroad 
bonds worth $2,949,328; public utilitiy bonds 
carried at $2,103,940; miscellaneous bonds to 
the value of $547,501; railroad stocks held at 
$442,620; public utility and miscellaneous stocks 
worth $688,369; mortgages to the amount of 
$1,250,000; cash, $177,557, and interest accrued, 
premiums in course of collection and other 
items. The European General transacts all 
branches of casualty, fidelity and surety reinsur- 
ance in the United States under the efficient 
management of Fester, Fothergill & Hartung 
of 110 William street, New York. This firm 
has long been recognized as a leading rein- 
surance house, having excellent facilities for 
taking care of reinsurances in fire and casualty 
lines: 
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Prominent Agents and Brokers 


Actuarial 





Actuarial 











LEON IRWIN & CO., Inc., New Orleans, La. 
Representing 
of New Yon of N 
Automobile of Hart- National I Liberty of New Amsterdam 
New Casualty Co. 








GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 





HENRY R. CORBETT 
ACTUARY 


Specialty — Pension Funds 
and Employee’s Benefits. 























a aad eRe in to Benefit and Pension Funds 175 W. JACKSON BLVD. CHICAGO 
Nafongl Union of = YONROKERS’ LINES SOLICITED 25 SPRUCE|ST. NEW YORK 
Inspectors and Adjusters | 
Pca SAMUEL BARNETT EMPIRE INSPECTING AND ADJUSTING CO 








Established 1865 by David Parks Fackler 
EDWARD B.FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 
50 BROAD STREET NEW YORK 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 








SPECIALIZING IN FIRE AND CASUALTY 
INSPECTIONS AND ADJUSTMENTS 
FOR COMPANIES 


314 McKINLEY BLDG. BUFFALO, N. Y, 























MILES M. DAWSON & SON 


CONSULTING 
"7 ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 


COPELAND and COTHRAN 


CONSULTING ACTUARIES 


1027 Candler Building 
ATLANTA, GEORGIA 


Statisticians 

















Woodward, Fondiller and Ryan 
Palate ACTUARIES 





and Statistical Service in all Branches 
alorraes td for Penson Fun Oe er 
2 Accounting and 
Schitace 
75 Fulton Street New York 


E. L. MARSHALL 
CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 


Underwriters 
Statistical 
Bureau, Inc. 





We render complete statistical service and 
relieve you of the pressure of annual statement 
filing. 

We are also equipped to prepare cancellation 
and reinsurance schedules, or handle any job 
where the use of tabulating machines or comp- 
tometers is desirable. 


Phone: BEEKMAN 1461 
81 Fulton St. New York City 




















DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 


T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bidg., OKLAHOMA CITY, OKLA. 














A. SIGTENHORST,F. A.I.A. 
CONSULTING ACTUARY 


National City Bunk Bidg., WACO, TEXAS 


F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 














JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinecr, Intermediate, Group, 
Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
165 BROADWAY NEW YORK CITY 
Reom 101 Memorial Bidg., Nashville, Tenn. 


ABB LANDIS 
CLARENCE L. ALFORD 


Consulting Actuaries 


INDEPENDENT LIFE BLDG. 
NASHVILLE, TENNESSEE 











HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 

INDIANAPOLIS 
DENVER 





OMAHA 


DES MOINES 








L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 








: 
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NOW READY—NEW EDITION 


THE COST 
OF DYING 


By WILLIAM T. NASH 


Including the Federal Estate Tax 
Law of 1926 


This well-known leaflet has been the 
means of closing many “‘hopeless’’ cases 
for large amounts. Agents attest its 
usefulness. It helps sell big policies. 


THE COST OF DYING 


proves the need for life insurance to 
protect the estates of those of moderate 
means, as well as men of wealth. 


A difficult prospect, after reading 
THE COST OF DYING 


said: “No agent on earth could sell me life insur- 
ance, but I am going to buy a policy just the 
same”; and he signed up for $75, 


USE IT AND PROSPER! 


+ sees PRICES: $ as 
ample Copy........ccccccecececcecs . 
50 Copies.............+.eeeeeeceee 8.50 
a FER IEE A OS SOS Ae eR ag 15.00 
500 pees Fe ER RP lo nc BLE 60.00 
1,000 eT EO ee PEON FRE OF MIRAGE S 100.00 
5,000 phate oom bE Sy ae Ey Au ea 400.00 
10, 7000 et:  eeenanks Sema aie cannes 750.00 


Orders ior single copies must be prepaid. 


Please remit by money order or bank draft 
on New York, to avoid exchange charges. 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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INSURANCE STOCKS 
All Bids and Quotations Subject to Con- 


firmation 


The following quotations, as of March 1, 
1927, are from reliable houses, and if any of 
our readers are interested in stocks not appear- 
ing in this list, the Research Bureau of THE 
SpecTATOR will endeavor to supply the data. 

It can be readily understood that these quo- 
tations are not firm, due to the fluctuation of 
the market and are only intended to indicate 


the activity of their trading: 


Alliance Fire 


Wheeler & Co., Phila............. 


Agricultural Ins. Co. 


Arthur Atkins & Co., N. Y......... 


American Alliance 


Curtis & Sanger, N. Y............. 
Senitony GHUNEE, OTs Mo cbse eect 


American Ins. of Newark 
Arthur Atkins & Co., 
American Surety 


Arthur Atkins & Co,, N. Y......... 


Clinton Gilbert, N. Y 


Curtis & Sanger, N. Y 
Bankers & Shippers 


Arthur Atkins & Co., N. Y......... 


Clinton Gilbert, N. VY 


Camden Fire 


Clinton Gilbert, N. Y............. 
Wheeler & Co., Phila.............. 


Carolina Insurance 
Arthur Atkins & Co., 


J. K, Rice, Jr., & Co, N.Y....... 


City of New York 
Ci 


mton Gilbert, IN. Wii's. ccc ce ce ee 


So ee ere re 
Lewis & Co., Hartiord: 53). i 55 
Clinton Gilbert, a SEP re 


Continental Ins. Co. 
Arthur Atkins & Co., 


Federal Ins. 
Curtis & Sanger, N. Y 
os Union Life 
A. & J. Frank Co., 
*Fidelity Phenix 


Lewis & Co., pat Pe acsc sheet 
Arthur Atkins & LS” Capea ee 
Clinton Gilbert, N, oN Fe ies ai ad a 


Fidelity & Casualty 
Clinton Gilbert, N. Y 
Fire Association of Fs es 


Wheeler & Co., Phila............. 


Clinton Gilbert, 5G Vv 


Arthur Atkins & Co., 


eee sacs 
Franklin Fire 


Arthur Atkins & Co., N. Y........ 


Clinton Gilbert, N. ¥ 


Glens Falls 
Arthur Atkins & Co., 


Globe & Rutgers 
Arthur Atkins & Co., 


Curtis & Sanger, N. A ee 


Lewis & Co., Hartford. 


Great American 
Arthur Atkins & Co., 


Clinton Gilbert, N. Mays Ua cs 


J. K. Rice, Jr., ’& Co., N.Y. 
Hanover Fire 
Arthur Atkins & Co., 


Harmonia Insurance (New Stock) 
J. K. Rice, Jr., & Co., N. Y 


Home Insurance 


Lewis & Co., Hartford............ 
Clinton Gilbert, N. “ee Nee RSS eee RS 
J. K. Rice, Jr., & Co, N.V....... 


Arthur Atkins & Co., 
Homestead 
J. K. Rice, Jr., 


A. & J. Frank Co., 
Inter-Southern Life 
A Frank & Co., 
Insurance Co. of North America 


Cincinnati. . 


Lewis & Co., Hartford..... esl ton eke 
Wheeler & Co., Phila.............. 


Insurance Securities Co., Inc. 
(Union Indemnity Group) 
Gilbert Elliott & Co., 
ansas City Life 
Maryland Casualty 
Curtis & Sanger, N. 


umbermen’s Ins. 


Wheeler & Co., 
Metropolitan Cas, 


Missouri State Life 


Cites Gilbert, N. ¥ 


=. Fs ea eae 


Lewis & Co., Hartford. ........... 


Curtis & Sanger, N. Y............ 


Cincinnati...... 


J. K. Rice, Jr., & Co., WR ic pixies 3 


Ors es ess 
Lewis & Co., Hartford et Ee oe Pee 


Clinton Gilbert, 1 SD. RE ep 


We Vai seks 
Lewis & Co., Hartford............ 
Clinton Gilbert, Se CES Ee aye 


Curtis & Sanger, he See ee 


International Co. aS St 8 0 


Cincinnati.... 


Lewis & Co., Hastford.. cf ape re et A 
pg |) REGIE ape see area 
Curtis & Sanger, N. V............- 


& J. Frank Co., LO arson Se eo 


Bid 


5414 
5414 


Offered 


52 
270 


322 
325 


24 
228 


227 
228 


292 
295 
290 


16 
16 


37 
37 


295 


139% 


140 
140 


Na/ional Surety 
Arthur Atkins & Co., 
Lewis & Co., Hartford.......... 

National Union Ins., Pittsburgh 
Clinton Gilbert, 

New Jersey Fire Insurance 
Arthur Atkins & Co., 

New York Cas. 

Arthur Atkins & Co., 


Niagara Fire 
Arthur Atkins & Co., 


Northern Ins. 


Arthur Atkins & Co.,N.Y........ 
Clinton Gilbert, Ni ¥ 25s She c-os 


Ohio National Life 
A. & J. Frank & Co., 
Pacific Fire 


Clinton Gilbert, N. Y...........-. 


Preferred Accident 


Cinton Gilbert, No Y isis sides 


Reliance Fire 


Wheeler & Co., Phila.............- 


ee Bak = « 
Lewis & Co., Hartford. ........... 


Stuyvesant 
Frthur Atkins & Co., 


Security of New Haven 


Clinton’ Giert: IN. Yc. cites cnsocs 
Lewis & Co., Hartford............ 


U. S. Fire 


Clititon’ Gimest, oY eS sa eviews 
Arthur Atkins & Co., N. Y........ 
BOR is Wea Wi es ¥0:0 
oS es ae 


J. K. Rice, Jr., 
Lewis & Co., 
U. S. Merchants and Shippers 
Arthur Atkins & Co., N. Y 


Curtis & Sanger, N. Y..........-- 


Clinton Gilbert, N. Y 
Victory Ins. 


Wheeler & Co., Phila............- 


Westchester Fire 


Clinton Gilbert: We Yieiiicc¢ sciccece 


HARTFORD STOCKS 


*Aetna Casualty and Surety 


Conning & Co., Hartford.......... 
T. H. Barnes & Co., Hartford.. 
Markham & Company...........- 
Lewis & Co., Hartford............ 


Roy 


Aetna Insurance (Fire) 


Conning & Co., Hartford.......... 
Markham & Company............ 
Roy T. H. Barnes & Co., Hartford. . 


Lewis & Co., Hartford 
*Aetna Life Stock 


Conning & Co., Hartford.......... 


Markham & Company 


Roy T. H. Barnes & Co., Hartford. . 


Lewis & Co., Hartford 
Aetna Life (Full Paid Receipts) 


Conning & Co., Hartford.......... 
Markham & Company...........- 
Lewis & Co., Hartford..........:. 


Automobile Insurance 


Conning & Co., Hartford.......... 
Markham & Company ous ce ncicss > 
Roy T. H. Barnes & Co., Hartford. . 
PRON es cc ck tec es 


Lewis & Co., 
Conn. General Life 


Conning & Co., Hartford.........- 
Markham & Company...........-.- 
Lewis & Co., Hartford............ 
Barnes & Co., Hartford. . 


Roy T. H 
*Hartford MHinn 


Conning & Co., Hartford.......... 
Markham & Company See ere 
Roy T. H. Barnes & Co., Hartford.. 
Lewis & Co., Hartford...........- 


Hartford Steam Boiler 


Conning & Co., Hartford.......... 


Markham & Company 
Roy 


National Fire 


Conning & Co., Hartford.......... 
Markham & Company PE: SAS 
Roy T. H. Barnes & Co., Hartford... 
Lewis & Co., Hartford.........-+- 


*Phoenix Insurance 


Conning & Co., Hartford.......... 
Curtis & Sanger, N. V......------- 
Markham & Co., ye gr “eRe 


Curtis & Sanger, N. 


Roy T. H. Barnes & oe Hartford. . 


Lewis & Co., Hattford 
Travelers Insurance 


Conning & Co., Hartford........-- 
Markham & Co., Hartford.......-. 
pad T. H. Barnes & Co., Hartford. . 
Lewis & Co., Hartford......-.-++- 


*Stock dividend. 


en SSS See 
| ee Serer ee 


No Wess in. 
Lewis & Co., Hartford............ 


DRS uiiseas <5 
Lewis & Co., Hartford............ 


Cincinnati... . 


T. H. Barnes & Co., Hartford. . 
Lewis & Co., Hartford...........- 





NEW ENGLAND STOCKS 


American Investment Securities Co. 


Chas. A. Day & Co., Inc., Boston. . 


Boston Casualty 


Chas. A. Day & Co., Inc., Boston. . 


Boston Insurance 


Chas. A. Day & Co., Inc., Boston. . 


Lewis & Co., Hartford 
Capitol Fire Ins. Co 


Chas. A. Day & Co., Inc., Boston: 


Preferred 


Bid Offefed 
244 248 
238 242 
210 220 

38 40 
88 93 
88 93 
244 250 
243 250 
288 
285 

34 

87 93 
440 

21 22 
180 188 
180 190 
90 94 
90 93 
180 185 
180 185 
180 185 
180 185 
262 Siar 
265 275 
260 270 

2 23 
42 44 
735 745 
735 745 
735 745 
735 745 
500 510 
500 510 
500 510 
500 510 
560 570 
560 570 
560 575 
565 575 
560 570 
560 570 
565 575 
200 Seige 
200 240 
220 240 
220 240 

1550 1600 

1550 1000 

1550 1600 

1550 1625 
500 510 
500 510 
505 515 
505 515 
630 650 
630 650 
630 650 
630 650 
750 760 
750 760 
750 760 
755 760 

E 545 
é 515 
535 545 
40 550 
540 555 
540 555 

1140 1150 

1140 1150 

1140 1150 
1140 1150 

8% 9% 
16 25 
500 
490 
95 
285 





Columbian National Life Ins. Co. 


(Rights) 
Chas. A. Day & Co., Boston....... 25 
Columbian National Life Ins. Co. 
(Ex-Rights) 
Chas. A. Day & Co., Inc., Boston. . 210 
Conveyancers Title Ins. Co. 
Chas. A. Day & Co,, Inc., Boston. + 100 
Mass. Bond & Ins. Co, 
Chas. A. Day & Co., Inc., Boston. . 280 


Mass. Title Ins., Pfd. 
Chas. A. Day & Co., Inc., Boston. . 45 
New Hampshire Fire 


Chas. A. Day & Co., Inc., Boston. . 340 
Old Colony Insurance 

Chas. A. Day & Co., Inc., Boston. . 270 
Providence Washington 

Chas. A. Day & Co., Inc., Boston. . 340 
Springfield Fire & Marine 

Chas. A. Day & Co., Inc., Boston. . 515 
United Life & Accident Insurance 

Chas. A. Day & Co., Inc., Bostoa.. 46 





J. K. Rice, Jr., on Home Group 
J. K. Rice, Jr., & Co., of 120 Broadway, 


290 
55. 
360 


360 


New 


York city, a firm which for many years has. 
specialized in the stocks of the Home Group 


—which is composed of the Franklin Fire, 


monia Fire, Homestead Fire, City of 


Har- 
New 


York Insurance Company and the Carolina In- 


surance Company—has gotten out an inte 


rest- 


ing circular on the Home Group, showing its 


resources, growth and development possibil 


ities. 








MANUFACTURERS 
LIABILITY INSURANCE 
COMPANY 


CAPITALIZATION 
100,000 Shares Common Stock 
Bought, Sold and Quoted 


Your inquiries will receive prompt 
attention 


KEMP & COMPANY 


50 Broad Street, New York City 
Telephones Hanover 7607-8-9 




















For 


Investment Counsel 


On 


Insurance Compan 
Stocks 


Consult 


Member 


Conn. Investment Bankers Asso. 


Hartford-Conn. Trust Co. Bldg. 
Hartford, Conn. 








Sf 


LEWIS & CO. 
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, = Our Agents Have 


A Wider Field— 
An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on a variety 
erent of Life and Endowment plans, thus enabling parents to buy all of the 
ia ros Wee Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 
ney SS," ga = ly Premium plan. 

0. C L. BUILDING Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Monthly Disability Income features for | | | 


Males and Females alike. ADAMS ST. 






| 






































Standard and Substandard Risk Contracts, i. e. less work for nothing. 4} Contisens! |5 Chicago ee 
| Commercial b OF ss 
We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., a Nat'l. Bk. E privet |) 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. ey SUNY ST. R\o8 
Old | Fed- Illinois Ase 
Colony] eral | ~ eS 

THE OLD COLONY LIFE INSURANCE COMPANY = @#/i5.)5) Mestue 
of CHICAGO, ILL. JACKSON BOUL. a 

B. R. NUESKE, President Peay Board 

















f 
The Com: has its Home Office in its own building at 166 W. Jackson Bivd. running through Penener Trade 
Quincy and Wells Street, right in the heart of Chieago’s Financial District. 




















Are You Satisfied with Which Is The Lowest Cost Company? 


Perhaps no company can claim to have the Lowest 


Cost on all forms of policies at all ages and for all 
Your J ob ? durations, but the net cost of our “SPECIAL FIVE” 
, 5 is very unusual. Compare our cost on this policy with 
Are your earnings all that they should be and is . that of Government Insurance or with that of the 
your job capable of expanding into what you wish lowest cost company you know of. 
for the future? THE PREFERRED RISK $5,000.00 SPECIAL 
IF NOT, a real opportunity is offered to you in Ordinary Life, $5,000, Age 35, Premium $106.50— 
the State of Dividend first year $17.25 (contingent upon 
payment of second premium). Net Cost first 
A L A B A M A year $89.25 or $17.85 per thousand! HOW DOES 
THIS STRIKE YOU? IT IS GOING OVER BIG! 
PERFECTED ENDOWMENTS return the savings in ad- 
This state is the home of the greatest industrial dition to the face of the policy at death. The forfeiture of the 


center in the entire South, and where thriving excess premiums over the ordinary life premiums is avoided 


industries are, business is always good. CHILD’S ENDOWMENTS issued from Age One Week up, 


with Waiver of Premium Benefits, if the parent dies. 


Your communication will be treated with confi- REGULAR POLICIES ISSUED FROM AGE 10 YEARS UP. 
dence. The improved GOLDEN RULE AGENT’S CONTRACT 
inant VESTED RENEWALS 
THE FOLMAR AGENCY of ALABAMA ee ee 


AUTOMATIC PROMOTION 


Man s 
Southern Manager Everything any reasonable man could want is yours for the 


The Louisiana State Life Insurance asking if you are the right kind of man. 
Company The Columbus Mutual Life Insurance Company 
Executive Offices Branch Office 580 E. Broad St. Columbus, Ohio 
Troy, Shepherd Bldg., 


C. W. Brandon, President 


Alabama Montgomery, Ala. 
D. E. Ball, Vice-Pres. and Sec. 



















































Here 
a basis 
draggin 
busines: 
You | 
your lii 
ity to ¢ 
and thr 
Your 
tant ass 
not be» 
had in 
future, 
You | 
ag & 
Rt 
on. In 
if you < 
ae g 
60 to 65 
Briefl: 
on whic 
will wo: 
and dravy 
How 
30. 
Take 
purposes 
Being 
should g 
This diy 
your pre 
will pay 
amount ; 
increase 
If you 
then in 
if you w: 
entire $1 
annually 
of intere 
count. 
always o 
lf you 
paying at 
Same rat 
get the § 
contract 
either one 
your pile 
your pile 
miums o1 
haven’t 
get mone: 
wants yor 
badly, you 
icy; you 
the mone: 
Should 
buy some 









ee)” eel sed | 


j- 
1¢ 


Ps 



























EDUCATIONAL SECTION | 
& For LIFE INSURANCE “sens 





-rerrrrerrerisasaci iil Lak 


SII E rrr 








Don’t Make Him Smell the 


Heretofore most life insurance was sold on 
a basis of making a man smell the flowers or 
dragging in the hearse. Now it’s a clean-cut 
business proposition. 

You have one thing to insure and that is not 
your life, but your earning power—your abil- 
ity to come down here to the office every day 
and throw your mind and body into your work. 

Your earning capacity is the most impor- 
tant asset you have; for without it you would 
not be where you are to-day and all you have 
had in the past, have now and expect in the 
future, depends on its safekeeping. 

You can lose it in three ways: 

1. Through death you take it with you. 

2. Through disability you lose it but live 
on. In this case you are a greater loss than 
if you are dead and properly buried. 

3. You lose it in old age. Sometime around 
60 to 65 you will wear out. 

Briefly I can show you here how our policy 
on which 90 per cent of my business is done 
will work out. (Then I get a piece of paper 
and draw a diagram explaining as I go along.) 

How old are you? 

30. 

Take $10,000. 
purposes only. 

Being a mutual company we estimate you 
should get a dividend next year of about $46. 
This dividend may be used by you to reduce 
your premium. If you do this then at 70 we 
will pay you personally $10,000 or pay out that 
amount at prior death. The dividend ought to 
increase from year to year. 

If you accumulate the dividends each year 
then in about 22 years you can stop paying, 
if you want to or have to, and at 70 you get the 
entire $10,000. These dividends are compounded 
annually at 4.8 per cent, which is-a better rate 
of interest than you can get on a savings ac- 
count. And it is always your money and is 
always on call. 

lf you don’t have to or don’t want to stop 
paying at age 52, you can continue paying the 
same rate each year and at about age 59 you 
get the $10,000—eleven years sooner than the 
contract calls for. At this point you know 
either one of two things: either you have made 
your pile or you haven’t. If you have made 
your pile there is no necessity of paying pre- 
miums on protection you don’t need. If you 
haven’t made your pile it’s the hardest time to 
get money. Old men are not wanted; business 
wants young men like you. If you do need it 
badly, you get the full face amount of the pol- 
icy; you will then want to conserve it—it’s all 
the money there is in the world! 

Should you not need it and don’t want to 
buy some “cats and dogs,” or endow a bed in 


I’m using this for illustrative 





a hospital, you can continue your payments un- 
til seventy. At that time you get nearly $20,- 
000: the policy almost doubles itself. This 
acceleration is, of course, not guaranteed but 
based on our present dividend scale and rate of 
interest. 


OTHER ADVANTAGES 

So far, you see, we've protected you from 
dying too young or living too old. If to-mor- 
row you are totally and permanently disabled 
the doctor will say one of two things. Either 
you will get well or you won’t get well. If he 
says you won't get well, then you have no 
more payments to make, but the company pays 
them for you; your cash values increase just 
the same as if you were paying the premiums. 
You get your dividends in cash—we may ad- 
vise you not to accumulate them, the assump- 
tion being that you need them and need them 
badly. Besides, on the first of every month 
we pay you $100 or 1 per cent of the face ‘of 
the policy until you die. If you happen to 
live until seventy—you might with paralysis 
—we pay you the face amount of the policy re- 
gardless of how many thousands we have paid 
you by waiving your premium and paying your 
income. And besides, we continue to pay you 
$100 per month until you die, even if you live 
to 150. This is insurance on your insurance. 
Your family is not penalized because you are 
flat on your back. 

If, on the other hand, the doctor says you 
will get well then we won't pay or waive for 
90 days; the assumption being that either one 
of three things are true—your firm will prob- 
ably carry you on for that time, you’ve got 
enough money to live on, or your credit is good. 
After that, if you are still totally disabled, 
neither of these things may be true. Then the 
company steps in, waives all premiums and pays 
you $100 per month until you get well. 


ACCIDENTAL DEATH 

You may want to put on double indemnity. 
This pays $10,000 additional in case of acci- 
dental death. In a way, it’s a one-sided bet. 
The company bets you $1000 to $1.25 that you 
are not going to get accidentally killed. The 
odds are great, the chances slim. As a matter 
of fact only 4.6 per cent of the people that died 
last year died from accidents; the other 95.4 
per cent died from disease, bugs, germs. They 
are more fatal any time than accidents. Of 
course this is cheap accident insurance if you 
want it, because it has a low individual over- 
head. 

This policy protects you completely against 
the loss of your most active asset—your earn- 
ing power—through natural death, living death, 
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Flowers 


and economic death. You want to cover your- 
self on this asset, don’t you? 

(During this explanation, which really takes 
a shorter time than the reading of it, questions 
are asked by the prospect and chances of clos- 
ing come more quickly as the interest increases 
—as it’s bound to do. I then go into a habit 
talk on trusteeing life insurance, holding my 
own $50,000 as an example. It’s more inter- 
esting to talk about my own estate, my own 
family, myself and how it all fits into the life 
insurance. This is most interesting but in most 
cases I do not give it until after I’ve come to 
grips with the prospect on the taking of the 
policy and he says “no” three or four times. 

It’s an interest getter, throws the mind off 
of everything else, pins it on the issue at hand 
and, best of all, it works.—Conmutopics. 


Jacksonville Life Underwriters Meet 

Last Friday night the Jacksonville (Florida) 
Life Underwriters Association attended a ban- 
quet given by the trust department of the 
Florida National Bank at the Carling Hotel. 
About one hundred and fifty underwriters at- 
tended and the chief speaker at the dinner was 
J. C. Lunning, State treasurer and ex- 
officio Insurance Commissioner. The presiding 
officer was Arthur F. Perry, president of the 
bank, and other speakers were: Arthur G. 
Derr, general agent of the A®tna Life Insur- 
ance Company, and J. Walter Muhlbach, trust 
officer of the bank. 

Mr. Lunning said in his speech that assets 
in life insurance companies of the country have 
increased from $3,000,000,000. in 1906 to $13,- 
000,000,000 in 1926. He pointed out that the 
figures denoted a greater protection of the 
Nation against old age and death as well as in- 
creased business through the investment of the 
capital. 

Mr. Derr outlined the value of life insurance 
and its magnitude in the life of America and 
lauded the advantages of the insurance trust 
plan through co-operation between the insur- 
ance companies and the trust department of 
banks. He emphasized the necessity of team- 
work ‘between the two businesses and spoke 
highly about the relations between the Jackson- 
ville Life Underwriters Association and the 
Florida National Bank. 

The advantages of the trust plan and the 
advertising being done by the Florida National 
Bank to bring the plan before the people of 
Jacksonville was dealt upon by Mr. Muhlbach. 
He also discussed in detail the technicalities of 
the plan and the best method of interesting the 
people in its merits. 

All the speeches were broadcast over WJAX, 
local municipal radio station. 
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“Interpolation” 


Under the title “Interpolation,” Professor 
J. F. Steffensen, of the University of Copen- 
hagen, has written a book on finite differences, 
interpolation and mechanical quadration, which 
has been published by the Williams & Wilkins 
Company. This book is applicable to the needs 
of the actuary, and while thorough in treat- 
ment, it requires no more than an elementary 
knowledge of differential and integral calculus. 
Its scope is indicated by the following chapter 
titles : 

Introduction ; Displacement-Symbols and Dif- 
ferences; Divided Differences; Interpolation- 
Formulas; Some Applications; Factorial Co- 
efficients; Numerical Differentiation; Construc- 
tion of Tables; Inverse Interpolation; Element- 
ary Methods of Summation; Repeated Summa- 
tion; Laplace’s and Gauss’s Summation-For- 
mulas; Bernoulli’s Polynomials; Euler’s Sum- 
mation-Formula; Lubbock’s and Woolhouse’s 
Formulas; Mechanical Quadrature; Numerical 
Integration of Differential Equations; The 
Calculus of Symbols; Interpolation with Sev- 
eral Variables; Mechanical Cubature. There 
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New Policies—New Rates 
Offer Greater 
Opportunities 


Effective February 1, 1927, we added 
to our old line of Pure Protection policies, 
a complete set of new policies, carrying 


Paid-Up Insurance 
Extended Insurance 
Cash Surrender at Age 70 


and with special features of Double In- 
demnity, Triple Indemnity, and Total and 
Permanent Disability. 

Rates are based on the American 
Men’s Table with interest at414%. They 
provide for individual reserves and offer 
exceptional values in life insurance. 

Now is the time to form an agency 
connection with this old, reliable organi- 
zation. Liberal commissions. 


Assets, $5,900,000; Losses Paid, Over 


$8,500,000; Operates in Nineteen 
States. 
Illinois Bankers Life 
Association 
Monmouth Illinois 














unlimited production. 
rights. 





Reading - Lancaster - York, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 








is also an appendix On Differential Coefficients 
of Arbitrary Order. 

This valuable scientific work may be pro- 
cured at $8 per copy through The Spectator 
Company. 


The Insurance Shareholder’s Guide, 
1926=27 

This English publication contains much statis- 
tical and other information relating to British 
insurance companies, including tabulations 
showing the results of various classes of busi- 
ness transacted in 1925. Among the informa- 
tion given are historical items, data as to 
capital, character of insurances transacted, re- 
sults in various departments of the business for 
a series of years, dividends and prices of shares, 
profit and loss account, reserves, directors, of- 
ficers, etc. The book contains 575 pages, is 
substantially bound, and may be procured at 
$4.25 per copy through The Spectator Com- 
pany. 


Eureka-Maryland Appointments 

The Eureka-Maryland Assurance Corpora- 
tion, of Baltimore, Md., has appointed, in the 
ordinary department, F. D. J. Hartman, gen- 
eral agent at Newark, N. J. In the industrial 
department, Professor Giuseppe Pavese, known 
in and outside the insurance world as a cham- 
pion fencer, has been made assistant superin- 
tendent, and D. S. Chesley has been promoted 
from the assistant superintendency at Wash- 
ington, D. C., to the superintendency at Fred- 
erick, M. D. Superintendent Fletcher, formerly 
of Frederick, has been placed in charge of 
Hagerstown and Agent McKenna has been pro- 
moted to an assistant superintendency at Phila- 
delphia. 

James Deakin, the corporation’s agent at 
Middletown, has just finished twenty years of 
service and Wm. H. Melhorn, agent at York, 


has completed fifteen years of service. 

A recent industrial campaign held for the 
duration of a week yielded splendid results, 
Twenty-four men produced five dollars or over, 
The Northern Division under the supervision 
of C. S. Day contended for the honors with 
the Southern Division under T. J. Mohan, with 
the former winning. This campaign eclipsed a 
similar one of last year by 324 applications for 
a total of $30.08. 


Robertson Repealer Dead 

Austin, TEx., Feb. 28.—Bill by Rep. G. R 
Lipscomb, Fort Worth, proposing repeal of the 
Robertson Insurance Law, is dead as far as this 
session of the Texas Legislature is concerned, 
announced the author of the bill. Although 
several hearings on the bill had been held by 
house committee on insurance no conclusion as 
to reporting the bill was had. 
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LIFE INSURANCE EDUCATIONAL SECTION 


How They Cash in on Their Second Calls 


By Frank H. WiLttams 


What is the most important call a life insur-ance salesman makes on a prospect? 


It is, of course, the call on which he gets the 
prospect to sign up. This may be. the first call 
or it may be the second-call or it may be any 
other call, but whenever it is that the salesman 
gets the prospects to sign up—that is the sales- 
man’s most important call. 

But aside from this the most important call 
made by the salesman is the second call be- 
cause on this call the salesman can determine 
definitely whether or not the prospect is a real 
live prospect or whether further time spent 
with the prospect will be wasted. The first 
call is just the regular routine of business. Such 
calls must be made if the salesman is to get 
anywhere at all. But the second call is a mat- 
ter of judgment or persistence and upon the 
success of the second call in determining the 
exact status of the prospect or in putting sales 
across, depends much of the success of the 
salesman. 

Some life insurance salesmen are wonder- 
fully successful in cashing in heavily on their 
second calls. They are particularly successful 
in selling insurance on these second calls. And, 
no doubt, it will be interesting and valuable to 
various other life insurance salesmen to see 
just how these salesmen do get such good re- 
sults from their second calls. 


“In making second calls,” said one enterpris- 
ing life insurance salesman, “I always ‘lay on’ 
the prospect hard in the effort to get him to buy 
insurance. I may go easy on the first call so 
as to get the lay of the land and so as to get 
acquainted with the prospect, but my second 
call is absolutely and entirely business and I 
try to make the prospect realize that fact by 
saying something like this to the prospect: 

“‘T’m here again because I’m fully convinced 
that you need some of the insurance I’m sell- 
ing. I wouldn’t be calling on you again if I 
wasn’t fully convinced that I should be able to 
sell some insurance to you. I feel that you can 
afford to buy more insurance, I feel that you 
need more insurance and I feel that the kind 
of insurance I’m selling is the best kind for 
you to buy. Please don’t think I’m just trying 
to wear you out or using high pressure methods 
on you. My time is too valuable for anything 
of that sort. I’ve got to spend my time on 
visits where there is a good chance of making 
sales, because otherwise I wouldn’t get any- 
where. So the fact that I’m back here again 
means simply that I consider you as a very live 
Prospect indeed. And please give me. credit for 
knowing what I’m talking about. I’ve been 
selling life insurance for a good many years 
and have been successful at it and so I don’t 
make many mistakes in considering a man able 
to buy more insurance and needing more insur- 
ance.’ 

“This line of talk is so reasonable and so 
logical that it at once gets the attention of the 
average prospect and makes him sit up and 
take notice and give me a careful hearing. And 





as the result of this I make numerous worth- 
while sales. 

“The reason I give this line of talk to pros-. 
pects on my second call is so as to convince 
them that I’m not simply calling again so as 
to tire them out and make them buy insurance 
from me in self-defense. That, I find, is the 
big thing I have to guard against on my sec- 
ond calls—I must keep away from creating any 
impression that I’m simply trying to wear’ the 
prospects out.” 

Which may offer a good suggestion or so to 
other live wire life insurance salesmen. 

Another enterprising salesmen talked about 
the second call in this way: 

“On my first call when I am unable to put 
a sale across but when I feel that a second call 
will be good business, I generally tell the pros- 
pect that I’m going to figure out something 
specially for him and that I’ll be back again 
to present this special proposition to him. This 
gives me an excuse for calling the second time 
and makes it fairly certain that I will get a 
good hearing from the prospect when I ‘do 
call again. 

“Then on my second call I do present the 
prospect with a specific proposition applicable 
only to him and I emphasize the fact that since 
my first call I have been working for him with- 
out asking for any payment from him. 

“*Vou’ve had a life insurance efficiency ex- 
pert working for you, since my first call,’ I 
say to the prospect. ‘I’ve been figuring out 
this proposition for you and the work I’ve 
put in on the matter doesn’t cost you a cent.’ 

“Well, that creates a rather unfavorable re- 
action from the prospect in most cases. He 
rather resents my officiousness. He resents the 
idea that I’ve been putting myself in his em- 
ployment without his saying so. Consequently 
the prospect feels as though he wanted to tell 
me to pick up my things and beat it. So then 
I go on with something like this: 

“‘T’'m like a contractor who does a lot of 
figuring before he bids on a job in the hope of 
getting the work. He’s really working for the 
owner who is going to put up the building and 
he’s working without pay. But unless the con- 
tractor did this work he'd get nowhere because 
the owner demands real knowledge and brass 
tacks figures from the contractor. Well, you’re 
the owner. You're building an estate for your- 
self and your family and I’m the contractor 
who wants to get the job of putting on the 
new additions your estate should have.’ 

“This pleases the average prospect and imme- 
diately reverses his attitude toward me. The 
prospect now views me with friendly approval. 
And he gives me a careful hearing while I 
outline all the different phases of the proposi- 
tion I’ve framed for him. And because I call 
myself the contractor I convince the prospect 
that I should know all the details of his pres- 
ent ‘building’—which means the details of the 
life insurance he is now carrying—and all this 
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helps me greatly in talking comprehensively 
and in easily putting across many sales that 
would otherwise be hard. 

“My personal experience is that my second 
call is my most profitable call when I am sell- 
ing larger policies. The first call is merely the 
preliminary get-together, while the second call 
is the crucial call.” 

Which, too, may offer good suggestions to 
other enterprising life insurance salesmen. 

A third very successful salesman talked this 
way about cashing in on the second call: 

“As I see it the big thing for me in cashing 
in on my second calls is to get down to business 
just as quickly as possible along some new line 
that I haven’t presented on my first visit. The 
first call is the place for witticisms, stories and 
get-acquainted stuff. But on the second call 
I must have something newsy, something inter- 
esting and rather novel to present to the pros- 
pect—something which he really should know. 
When I do make my second call immediately 
business-like and when I do present something 
new and novel to the prospect I generally get 
away with the second call very well indeed. 
And as for the new and novel things I present 
to the prospect on the second call I generally 
confine myself to telling him about the insur- 
ance that other men of his age are carrying. 
This nearly always interests the prospect and 
makes him feel that I am justified in calling 
on him again and so I make numerous sales 
that I might not have been able to make other- 
wise.” 

Interesting, isn’t it? 

And aren’t there some worth-while ideas and 
suggestions in all this for other life insurance 
salesmen which will help them cash in even 
more strongly on their second calls? 


Merchants Life Inaugurates Club Program 


Des Moines, Iowa, February 28—The Mer- 
chants Life Insurance Company has announced 
a special sales club program for the coming 
year. 

In honor of President William A. Watts, 
the agents who reach or exceed $300,000 in 
paid-for business will qualify for the President 
Watts Honor Roll Club; those who exceed 
$200,000 will become members of the $200,000 
club and those who write $100,000, or more, 
will win membership in the Century Club. 

The company has just opened for business in 
North -Carolina, with F. E. Lucas & Company 
as general agents. 


Pan-American Divisional Conventions 


The Pan-American Life Insurance Company, 
of New Orleans, La., will hold two divisional 
agency conferences this fall. Agents in the 
northern tier of States will meet at French 
Lick Springs, Ind., while those in the South 
will meet at Hot Springs, Ark. 
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Very Personal—To Everybody 


The other day I was sitting at my mussed- 
up desk and planning for a year or so ahead. 
[ have a son in school; I am a man of limited 
means. So this new expense upon my shoulders 
renders it necessary that I know something of 
next year’s income—and the next! 

With some satisfaction I was saying to my- 
self: “There are those Pacific Coast lecture 
bookings in October, 1927. Crotty has those 
already well under way, so that is something to 
look forward to.” 

Then I went on thinking. Somebody said 
once, “The thoughts of youth are long, long 
thoughts,” but I am having longer thoughts at 
fifty-seven than I had when I was a boy, I as- 
sure you! 

My next thought was “Crotty has it under 
way. He’s a friend and dependable. But sup- 
pose somebody else, less interested in me, comes 
into the job through something happening to 
Crotty who is personally back of the whole 
business’ —that made me _ hesitate, a little 
startled. 

My next thought was “I wish I had an insur- 
ance policy on that man’s life and health and 
continued activity. He is necessary to me; in 
a sense my partner.” 

What more natural than that I should go 
right on thinking: “And yet there are men 
who have partners whose continuation in busi- 
ness is vastly more vital to them in a vastly 
bigger way than is Crotty’s to me, although 


they do not seem to see it—blind moles that 
they are!—or avail themselves of the opportu- 
nity to take out a policy that would render them 
financially immune from serious disaster if that 
life or that business career were to be inter- 
rupted !” 

Oh, if youth were only willing and able to 
catch a clear mental and emotional photograph 
of the thoughts and feelings life forces upon 
men twenty or thirty years older; and to realize 
that the older person is in many ways a replica 
of what he himself will be at that age—what a 
boom there would be in the life insurance busi- 
ness. Policies could hardly be printed fast 
enough to insure those clamoring for immedi- 
ate protection! 

And yet some people go on apparently sincere 
in their belief that a life insurance salesman is 
a pest, a somebody who wants to meddle into 
their prospect’s affairs for the agent’s benefit 
alone! 

If ever there was a close corporation that is 
engaged in a mutual benefit arrangement with 
the long and really important advantage accru- 
ing to the latter, it is the life insurance sales- 
man and his prospect Strickland Gillilan in 
the John Hancock Signature. 


Albany Legislation 
Arpany, N. Y., March 2.—With final ad- 
journment likely to occur around March 25, 
it will be necessary to speed up pending insur- 
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ance legislation if the leaders propose to per- 
mit any considerable number of these meas- 
ures to pass. Thus far, the showing in this re- 
spect is meager. 

Additional compensation law amendments in- 
troduced are these: 


Senator Fearon and Assemblyman R. B. 
Smith, adding new section 19-a, providing that 
no physician nor surgeon, employed by a State 
department, shall solicit or treat any claimant, 
or operate any clinic, nor recommend that claim- 
ant be treated by any physician; nor shall a 
referee designate any particular physician or 
clinic. 

Assemblyman Martina, adding new section 
29-a, providing that, in third party actions, 
moneys acquired by subrogation, in excess of 
the amount received by an employee, or his 
dependents, as computed into a lump sum, shall 
be paid over to such employee or his next of 
kin. 

Assemblyman Gillen, amending section 24, 
by providing that, in case an award is affirmed, 
on appeal to the Appellate Division, interest 
shall be paid thereon at the rate of 6 per cent 
from the date of the award. 


Southern Union Life Appointments 


The following appointments and changes 
have taken place in the Southern Union Life 
of Fort Worth, Texas: R. F. Poynor, for- 
merly State manager of Oklahoma, has been 
transferred to the home office as agency secre- 
tary; C. E. O’Brien, who until recently has 
been assistant agency manager, is now located 
at 303-4 Tradesmens National Bank building, 
Oklahoma City, as State manager for Okla- 
homa. Assisting him are: D. W. Hudson as 
agency organizer and Pat Poynor as super- 
visor. Mr. Hudson, at one time with the 
Farmers National Life Insurance Company, 
was a solicitor for the company during the past 
year, and Mr. Poynor is from the home office. 


L. T. Lewis has been made manager of a 
grou pof Central Texas counties, with headquar- 
ters in the Southern Union Life building, Waco, 
Texas. Mr. Lewis has spent thirteen and one- 
half years in the banking business, but recently 
decided to devote his activities to insurance. 

W. A. Fosdick has been appointed manager 
of the Dallas office and R. H. Knoohizen made 
general agent at Plainview, Texas. 


“When to Stop Talking” 


A book written by J. B. Duryea and pub- 
lished by The Rough Notes Company, is en- 
titled “When to Stop Talking and Other Es- 
says on Life Insurance Salesmanship.” The 
book contains numerous suggestions of interest 
to life insurance salesmen, which should be 
helpful to them in producing new business. The 
book is the outgrowth of talks before gather- 
ings of life underwriters, remarks at agency 
meetings and articles written for a company 
paper. The book contains 212 pages, sells at 
$2 per copy, and may be ordered through The 
Spectator Company. 
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\ \ 7HEN the Bank of the Manhattan Company published its now famous other. 
little book entitled ““The Greatest Family in the World,” it demonstrated work ir 

its desire to cooperate closely with those engaged in the great business of 

Life Insurance. 
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Nearly one million copies of the volume have been distributed, insurance 
executives have pronounced it to be “the greatest single contribution to the 
cause of Life Insurance ever made,” and thousands of agents throughout the 
country have used it “as the most effective piece of life insurance sales litera- 
ture ever issued.” The following statement by a leading Life Insurance Presi- 
dent is typical of hundreds of expressions which we have received: 


“TI am sure that the Life Insurance business of this country owes yout a 
debt of gratitute as I believe that you have produced one of the most effective 
pieces of Life Insurance literature extant. It is one of the most convincing 
endorsements of life insurance from a disinterested source ever published.” 


The “Manhattan Trusteeship” 
LIFE INSURANCE TRUST 


In the spirit of this intimate and sympathetic knowledge of life insurance 
problems, the bank, through its Trust Department, has now developed an 
interesting plan for active cooperation with the Life Insurance Agents of 
Greater New York and adjacent territory, for our mutual advantage. This he 
plan is based upon our little book, “The Greatest Family in the World,” and Transac 
our “Manhattan Trusteeship” Life Insurance Trust, and is designed especially ica has 
to aid the agent in the sale of insurance to his prospects. sions ir 
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What a Life Insurance Man 
Should Know and Do 


“What a Life Insurance Man Should Know 
and Do,’ was the subject of a talk by John 
Marshall Holcombe, Jr., which captivated the 
members of the Boston Life Underwriters As- 
sociation at their regular monthly luncheon 
meeting last Friday at the Boston City Club. 
This was the first time that Mr. Holcombe had 
spoken before the Association and he held the 
attention of his audience to a pin drop. He 
gave them some highly important things to 
think over, referring, among others, to the 
large number of agents who leaves the business 
every year because they are disgruntled or find 
it different or more difficult than they thought. 
He stated that there were some 60,000 in this 
class and this situation was a very vital con- 
sequence to those left, inasmuch as there was 
much adverse seed scattered and other work 
done that was a detriment to the business. 


He reiterated the three necessary qualifica- 
tions for a successful business man, viz., faith 
in his business, faith in his company and faith 
in himself, and said that there was just one 
cure for the man who couldn’t have faith in his 
company and that was to get out and find an- 
other. “Life insurance is the best paid hard 
work in the world,” said Mr. Holcombe. 

His greatest emphasis was placed on love 
for the business and by way of illustrating this, 
he told a story of the man who, as an avocation, 
took up the search for a ruby that for many 
years he had been trying to match with one he 
already possessed. He one day visited a well- 
known jewelry house and was shown a collec- 
tion of the precious stones from among which 
the salesman selected one beautiful ruby. When 
asked the price of the stone, the salesman re- 
plied, “Five thousand dollars.” The would-be 
purchaser shook his head and replied that it 
was too expensive, and was walking out of the 
shop when the proprietor stopped him and asked 
him what the redson was that he didn’t want 
the ruby. The proprietor, after being told it 
was the price that prevented his buying the 
stone, urged him to take another look at it, 
which he did, the proprietor himself acting as 





Index to Actuarial Society Transactions 
An index to volumes XVI-XXV of the 
Transactions of the Actuarial Society of Amer- 
ica has been issued. This also covers discus- 
sions in Volume XXVI of certain papers in 
Part Two of Volume XXV. The arrange- 
ment is in three sections: I. General Index; 
II, Index of Legal Notes: (a) Subject Matter, 
(b) Parties; III, Subject Index of Tables. 
Numerous items are listed in Section III, 
which are not shown in the General ndex, Sec- 
tion I. In general style this index is similar 


to the index to Volumes I-XV, except that the 
Legal Notes are indexed separately. Those de- 
siring to obtain the index in the same binding 
May procure the index either in green paper at 
$1.50, or in maroon cloth at $2 per copy, 
through The Spectator Company. 


salesman, with the result that the man pur- 
cashed the ruby. “Why could you sell me that 
stone and the other fellow couldnt?” he in- 
quired. “Well, I’ll tell you. The other man is 
an excellent salesman but he lacks one thing to 
make him successful. I love rubies.” 

“The only place you can sell life insurance 
is in the presence of the purchaser,” Mr. Hol- 
combe continued. He explaifed this by show- 
ing that less than one and a half hours a day 
are spent by the average life insurance sales- 
man in the presence of the person with whom 
he does business. He pointed out that in life 
insurance a man is his own boss. 


OPPORTUNITY 


Your chance is here right now to get 
in on a direct Home Office contract with a 
Company that’s on the go. 

We have increased our business nearly 
100% each year since 1917 (except for 
one year) bespeaking life in the organiza- 
tion, an excellence of its policies and un- 
failing service to policyholders. 

Our Company is doing business in 
Michigan, Indiana, Illinois, Missouri, 
Kansas, Pennsylvania and California and 
has many good openings for men of 
character. 

Specialized disability protection for 
business and professional people and 
other A, B, and C risks, with a separate 
department for Educational folk and 
Nurses. 

We are not interested in ‘‘shifters’”’ but 
if you want a permanent connection, like 
112 of our representatives now have, 
write to the Agency Department with 
full particulars in first letter. 


INCOME GUARANTY COMPANY 


(Stock Company) 
SOUTH BEND 





INDIANA 








A Firm Foundation 


With more than three-quarters of a 
century of success and achievement back 
of it, the Massachusetts Mutual is in a 
position to progress along lines that have 
been thoroughly tested. 

This position is made more desirable 
because of the maintenance of principles 
and practices of high character which 
have molded the three divisions of the 
Company—Home Office, Field Force, 
and Policyholders—into an organization 
whose reputation for stability and fair 
dealing is universal. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


Organized 1851 











Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$4,109,147.01 on Deposit with the 
Indiana insurance Department 


$430,902.53 Surplus Protection to 
Policyholders 


$43,000,000.0u 


NEW STANWARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


Insurance in_ force 


TERRITORY OPEN IN 


INDIANA, OHIO, ILLINOIS, MICHIGAN, 
ARKANSAS, TENNESSEE, TEXAS AND - 


A few top notch contracts to Insurance 
Producers with experience, character and 
ability. Address the Company. 

















North American 
National Life 
Insurance 


Co. 


Nashville, Tennessee 





Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


Chas. M. McCabe, President 
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CO-OPERATIVE PENSION AND AN- 
NUITY INSURANCE 
Plans and Policy Forms Given in Booklet 
by G. J. Lovell 

Methods of providing for annuities and pen- 
sions are receiving much attention these days 
from employers and from bodies of salaried 
people and wage workers. An_ interesting 
pamphlet has been written by G. J. Lovell, 
entitled “Co-Operative Pension and Annuity 
Insurance,” which deals with plans and policy 
forms for annuities for groups and individuals. 
Mr. Lovell first reviews present conditions, re- 
ferring to the influence of labor-saving ma- 
chinery and the consequent lessening of hours 
and years of employment necessary to keep 
pace with the needs of the people. He thus 
leads up to the growing demand for annuities 
and pensions. 

In dealing with co-operative pension insur- 
ance plans under individual contracts, he points 
out the advantage to be gained by the employer 
carrying old age pension obligations in a sepa- 
rate or central company. He dwells also upon 
the advantage of placing such matters upon a 
business, rather than on a charitable basis. In 
this plan is involved payments of premiums by 
both employer and employee, with provision for 
changes in employment. 

Then follows a policy form covering individ- 
ual return premiums, including a series of priv- 
ileges and conditions. There is also a form of 
agreement between employer and employee pro- 
viding for the annuity or pension contract, and 
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also an agreement between the insurance com- 
pany and the employer. 

Another section deals with co-operative old 
age pensions combined with death benefits and 
casualty insurance, and presents a general plan 
and policy form. The benefits to the employee 
are set forth, and an example of the cost and 
return is given. A form of pension bond com- 
bined with death benefits and casualty insur- 
ance is given, together with privileges and con- 
ditions thereunder. 

A third section relates to guarantee repay- 
ment pension plans and policy forms. This 
plan is devised to furnish a simple and easily 
administered system for industrial use, pro- 
viding a certain definite pension in proportion 
to the assumed risk and premium. Forms of 
co-operative guarantee repayment pension 
bonds for use by employers and employees are 
also given. 

Copies of the pamphlet “Co-Operative Pen- 
sion and Annuity Insurance” may be procured 
at $1.50 each from The Spectator Company. 
Actuaries and others having to do with public 
or private pension systems and annuities will 
find much of interest in this booklet. 


Real Assets of Business Are Men 
Harper Leech, writing in the Chicago Tri- 
bune, gives a well-known bank executive’s view- 
point on credit allowance. Quoth the banker, 
in part: 
“The other day I increased the line of credit 


T hursday é 


of Blank from $300,000 to $500,000 on the: 
conditions : 

(1) That he should increase his life insur 
ance in our favor; 

(2) That he should play golf two afternoons 
a week; 

(3) That he should take six weeks’ vacation 
in summer and two weeks in winter. 
That sounds either like health, uplift of 
philanthropy, but it’s really nothing but credit 
defense. I told him that the main idea was not 
to prolong his life, but to keep him away from 
his business for such periods as would force 
him to build up a competent organization which 

could carry on without him. 

“Modern credit to a modern business is no 
longer based upon physical assets—though 
may seem to he. In these days of changing 
methods, equipment, and styles, the only real 
assets of any business are men—competent men, 
adaptable men, men who can take responsi 
ity and make decisions.” 


Writes 204 Applications in One Day 

Mark S. Friedland, a Brooklyn agent of the” 
Phoenix Mutual Life Insurance Company, 
wrote 204 applications for life insurance be 
tween midnight of Wednesday, February 2 
and midnight of Thursday, February 24. Thi 
is believed to be a new record in number o 
applications written in one day. Officials 0 
three insurance companies acted as judges to 7 
see that the score was properly kept. 











the foundation first. 


A Foundation 


FN BUILDING a fine, lasting structure, one looks to 
For a successful life insur- 
ance structure the foundation is financial strength. 


AMERICAN 


The Guardian, today, ranks as one of the strongest 

of the financially strong companies, due to its con- 

as maintained policy of progressive conserva- 
sm, 


Backed by its great financial strength, The Guar- 
dian has paiawes an unusual growth in these past 
several years. New paid business in 1925 showed an 
increase of nearly 50 per cent over 1924, and again this 
year, the trend is upward." 


Knowing that the growth of the Company and that 
of its fieldmen are interdependent, The Guardian 
offers a practical plan of Home Office co-operation 
which insures the greater success of its agents. A 
complete and original training course is provided. A 
Prospect Bureau that develops genuine dollar-and- 
cents prospects is maintained on a basis that affords 
the fieldman upwards of 400 percent profit on the 
commissions derived from* this source. Modern 
methods of advertising, serving both the'prospect and 
the policyholder, create and hold good-will. To men 
of the right calibre, The Guardian offers the founda- 
tion for a successful career. 


T. LOUIS HANSEN. Vice, President 


THE GUARDIAN LIFE INSURANCE 
COMPANY OF AMERICA 


Founded 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 


CENTRAL 
LIFE 


Insurance Co. 
INDIANAPOLIS 





Established 1899 





HERBERT M. WOOLLEN 


PRESIDENT 
































